1961....PRE-SHOW AND CONVENTION ISSUE 


Carpenters and handymen are attracted by the highly polished 
forged steel heads of “traditional shape” and the chrome- 
plated steel handles shaped exactly like hickory that reflect 
the quality of Vaughan hammers. 


Once they pick it up, they immediately sense the perfect 
balance . . . the comfortable proportions of a handle that’s 
perfectly contoured to fit the hand. And the grip is made 
of natural rubber . . . absorbs impact shock, 


On the job, they appreciate the built-in ability of Vaughan 
Tubulars to take rugged use. Exclusive inner hickory plug 
— which adds strength and absorbs shock — is compression 
fitted under 3,000 Ibs. pressure — permanently locking head 
and handle together. 


Available in nail and ripping patterns, with plain or milled 
faces, in a variety of weights and handle lengths. Stock all 
7 models . . . because when men reach for a hammer, they 
reach for a Vaughan . . . the hammers made by craftsmen 
for craftsmen for over 89 years. 


And only V & B makes all three 
TUBULAR — ALL STEEL — HICKORY 
Write for further details. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 South LaSalle Street 
CHICAGO 3, ILLINOIS 
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"Padlocks 


STRONG» SECURE «DEPENDABLE | 





xX; => => | 
Master Master Master 
Padlock Padlock Padlock @& 








© DISPLAY SIGN FREE... 
with purchase of MASTER'S No. 1290 ASSORTMENT: 


display with MASTER'S eye-catch- | 4 ONLY 44-D 2 ONLY 66D 4 ONLY 22D | 
ing new plastic sign — FREE with : 4 ONLY 55-D 2 ONLY 77-D 4 ONLY 105-D 
purchase of 24-fast-sellers, This | 4 ONLY 500-D 
versatile easel-backed sign can j r 
also be used as a counter or ' r 
window display. Order No. 1290 =; | 
assortment from your wholesaler! Dealer Net Cost $8.60 


Master Jock Company, Milwaukee 45,Wis.© World's Largest Padlock Manufacturers 





24 ONLY PADLOCKS CARDED 





STA N DA ie D i zZ ca 7 There is a Grabler Square “Gee’”’ Pipe Fitting for practically 


every known plumbing or heating job requirement. From 
solder-joint fittings to malleable, cast iron, drainage, nipples, 
and hangers, you will find what you need from Grabler’s 
complete line of pipe fittings. 


Important to you is the fact that Grabler fittings come to 
you package-protected — makes them easy to handle and 
identify. Dependable distribution means your wholesaler can 


fill your order fast and complete. Standardize your next pipe 
see IT PAYS : : fitting order — make them Grabler Square “Gee” Fittings. 


Warehouses Providing Dependable Service to Wholesalers 


New York ¢ Philadelphia © New Orleans 
Boston @ Atlanta © Pittsburgh © Cincinnati 
Dallas * Chicago ® St. Lovis © Detroit ¢ Denver 
Minneapolis © San Francisco ©® Los Angeles 


ORDER A SUPPLY FROM YOUR WHOLESALER TODAY 


The GRABLER Manufacturing Co. ¢ 6565 Broadway ¢ Cleveland 5, Ohio 
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see how the 


Russell Bolt 500 Line 
takes the 


guesswork out of pricing! 


With a new, permanent price coding system, Russell Bolt puts profit back in a 
handful of bolts. No more confusion at the cash register—no more lost time on 
sales withi the new Russell 500 line. You know at a glance the price you put on 
every fastener in stock. During routine manufacturing this simple coding is 
embossed permanently on the head of every fastener...always there... won't rub 
off or become obliterated. This foolproof coding means all the profit is yours. 


An attractive display stand holds an assort- 
ment of 78 fast selling nuts and bolts—plus extra 
bin space for your stock of washers, etc. Each 
fastener is blue-sheen plated for cleaner, quicker 
selection. Your selling price is prominently dis- 
played (along with additional charts for the cash 
register). Order this handy merchandiser plus 
the complete Russell Bolt 500 line, today. 


Contact your hardware jobber, or for his name, 


Russell Bolt & Mfg. Co. Dept. A 
A Subsidiary of Norris-Thermador Corp. 
800 East Gage Avenue 

Los Angeles 1, California 














| Be sure to 
see us at 
the Phoenix, 
Los Angeles, 
Address and 
The Oldest West Coast San Francisco 
Manuf : Hardware 
anufacturer of Cap Screws. . Steniees 
i ; 


Name 
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WITH ... because their hardness, heads, points and finish are the result of 


careful quality control. From blast furnace to modern nail-making 
machines, CFal governs every manufacturing step to assure you 
CFI nails of uniform high quality. 
With its experience and facilities, CFaI produces nails and staples 
in virtually every size and type. When needed, we will design and 
NAI LS manufacture special nails to your specifications. The standard CFal 
stocks, including smooth, screw and ring shank types are available 
in 5, 25 and 50 lb. packages. Wherever you see “Nails For Sale”, 
look for quality first... the CFa&l package. For complete informa- 


tion on the great variety of CFal Nails, contact your local CFal 
sales office. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo ¢ Billings * Boise * Butte * Denver ¢ El Paso * Farmington (N. M.) , 
Ft. Worth * Houston * Kansas City * Lincoln * Los Angeles * Oakland ¢ Oklahoma City * Phoenix 
Portland * Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 
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Trust is an Asset 


“Not all people appreciate what you try to do for them in business. 
But if you continue to go out of your way to be helpful to customers, 
enough of them will appreciate your efforts by helping to keep your busi- 
ness going and growing.” 

These were the words of a hardware dealer in a one-man store in an 
old neighborhood of a western Metropolitan area. It was a pleasure to 


stand in the store near his checkout counter and watch his words come 
true. 


An elderly man brought in an old-fashioned lockset that would not 
work. The dealer didn’t tell him immediately that it was hopeless and try 
to sell him a new replacement. He called up a locksmith and carried on 
a conversation about the lock in front of the customer. Then he told him 
the conclusion of the locksmith. “It can’t be fixed without heavy cost.” 
The customer was convinced. 


Another customer came in with an electric doorbell and wanted to know 
if he could check it. The dealer tested it. The bells rang... but not on 
the cash register. But they will soon. This customer confides in this 
dealer and will be back. 


Another man came in with the name and color of a floor paint he was 
using to paint the floor of a room. He got half way through and ran out 
of paint. His wife had bought the paint from another dealer and it was 
a brand not carried by this hardware dealer. He advised the gentleman 
to buy exactly the same brand and color. “Even then,” he warned, “you 
may not get the exact match as colors vary slightly in each batch.” 


These incidents probably happen time and time again in stores through- 
out the nation. There is certainly nothing new about them. 

3ut these incidents are your stock in trade. The way you handle them 
can mean the difference between staying in business or going out. 

The “giant” store has problems with such incidents. Sometimes the 
hired help couldn’t care less if the paint matches or doesn’t, or whether 
the customers believe them or not. 


A hardware customer needs someone he can confide in. He needs some- 
one whom he can trust. Be honest in handling these incidents, even to the 
point of losing an immediate sale. It is a long-term investment that will 


pay off. 
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BUSINESS 


TRENDS IN THE WEST 


Population in West 


San Jose area, +8; Eugene (Ore.) area, +5. 
Continues to Rise 


Those areas suffering the greatest losses were: 


Of the five fastest growing states in the U. S., 
four are Western States, according to the latest 
U. S. Census figures. 

Florida showed the greatest gain in the past 
10 years, with an increase of 76.6 per cent. The 
next highest gains were shown in Nevada, 
Alaska, Arizona and California. 

Nevada gained 76.2 per cent, Alaska 75.8 per 
cent, Arizona 73.7 per cent, and California 48.5 
per cent. The gain shown by Arizona boosted 
that state’s population over the million mark to 
1,302,161 people. 

California now has 15,717,204 people, an in- 
crease of 5,130,981 from the last census. The 
gain makes the prediction of the Stanford Re- 
search Institute of 20,696,000 persons by 1970 
look very conservative. Now the state is only a 
million under New York. 

New Mexico is another heavy growth area. It 
is seventh on the percentage list with a growth 
rate of 39.6. It’s total population is 951,023. It 
will soon pass the million mark. 

The second largest state in the West is Wash- 
ington, which made a growth of 19.9 per cent to 
crowd the three million mark. It’s total is 2,- 
853,214. 

Oregon and Colorado are going to have a neck 
and neck race for third place. Oregon now edges 
Colorado with a population of 1,768,687 to 1,753,- 
947. The Mountain state had a 32.4 per cent in- 
crease to the Pacific state’s 16.3. If these rates 
should continue, Colorado will be in third place 
in a matter of a year or two. 


Western Retail Sales 
About Even with ‘59 


According to department store sales registered 
up to and including Nov. 1960, retail activity in 
the West hasn’t varied much from 1959. Cali- 
fornia had a gain of one per cent. The Pacific 
Northwest was down three per cent. Utah and 
Southern Idaho was the same as the year before. 
Individual cities with a high percentage increase 
were: San Diego area, +8; Bakersfield, (Calif.) 
area, +4; Alameda and Contra Costa Counties, 
+10; Fresno area, +4; Sacramento area, +4; 


Long Beach, (Calif.) —5; Seattle area, —4; 
Everett (Wash.), —5; Tacoma area, —4; Spo- 
kane area, —5; Idaho Falls, —7. 


Housewares Buyers Prefer 
Wood Tones for 1961 Sales 


Wood tones will be the preferred 1961 color by 
housewares buyers, according to a survey taken 
recently by the National Housewares Manufac- 
turers Association. 

Western buyers agreed with the national pref- 
erence as well as the ranking of other colors. 
The top ranking colors are, in order of prefer- 
ence: White, pink, yellow, turquoise and red. 

Manufacturers, on the other hand, chose white 
as the color they thought would be preferred by 
consumers in ’61. Wood tones was third on their 
list. 

Only five per cent of the buyers listed wood 
tones as a big seller during 1960. White got the 
preference from 33 per cent of the buyers. White 
was also named by 29 per cent of the manufac- 
turers as their best seller. 


Mixed Opinions on 
Construction in ‘61 


Outlays for new construction are expected to 
rise four per cent to a record $57.3 billion in 
1961, surpassing the 1959 peak of $56.2 billion. 
The 1960 figure may reach $55.1 billion, accord- 
ing to the U. S. Dept. of Commerce. 

The report also states that approximately 1,- 
350,000 private (farm and non-farm) and public 
units will be started in 1961. 

Some of the home builders believe residential 
building will be down five per cent in unit starts 
from 1960 and slightly less in dollar volume. 

The West didn’t fare too well in residential 
construction in the first eight months of 1960. 
California was off 19 per cent. Other Western 
states showing a drop from the previous year 
are: Arizona, —8; Hawaii, —16; Idaho, —27; 
Montana, —15; Utah, —19; Washington, —39. 
Those states that showed improvement over 1959 
are: Alaska, +61; Nevada, +47; New Mexico, 
+40. 
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WASHINGTON 


N EWS FOR WESTERNERS 


By CAVID R. HEINLY © Chilton News Bureau, Washington, D. C. 


Kennedy to Use Big Government 
to Keep Eye on Small Business 


W est Increases 40 Per Cent 


The federal government under President- 
elect John F. Kennedy is going to offer more 
aid, advice, protection and interference to small 
businessmen than ever before. 


Aid and advice will come from a _ beefed-up 
Small Business Administration. SBA will an- 
nounce, probably sometime next year, that it has 
found solutions to the problem of small busi- 
ness failures as well as the secrets of prosperity 
and success. The agency, already past the bil- 
lion dollar mark in loans since 1953, will also 
broaden its lending program. 


Small retailers will be protected by a powerful 
Federal Trade Commission they say. Crack- 
downs on anti-trust violations and deceptive 
practices will be swift and sure. Penalties will 
be severe. FTC is asking for, and probably will 
get, more money than ever before. Their in- 
vestigative staff will nearly double. 


But small merchants won’t be entirely in 
clover. The government is going to have a lot 
more to say about how you keep your books, 
how you advertise, how you pay your help, how 
you handle credit sales and how you treat your 
customers. 


President Kennedy has pledged that “in 1961 
we are going to have to protect the right of 
small businessmen to compete.’ He has also 
pledged to create an office of ‘‘consumer counsel” 
at the executive level. 


Balancing the interest of both the shopkeeper 
and the shopper is going to be a neat trick. It 
could lead to a barnyard cock-fight at the fede- 
ral level. Merchants will demand sympathy for 
dwindling profits. Housewives will complain 
about the high cost of living and rising prices. 
Both will now have a national sounding board. 


And it is all going to cost money, more money 
than ever before. President Kennedy has never 
pledged a reduction in taxes. 


Population in Western States is growing at the 
rate of nearly 40 per cent every 10 years. Com- 
plete head count from the 1960 census reveals 
that the West is by far the fastest growing sec- 
tion of the country; this is good news for West- 
ern hardware dealers. In the 10-year period 
since 1950, total population in the West increased 
by 7,863,142. Percentage increases for some 
sample Western states are: Alaska—75.8, Neva- 
da—78.2, Arizona—73.7, California—48.5 Of 
the 50 largest cities in the U. S., ranked by 
metropolitan population, over one fourth are 
in Western states. The Census Bureau estimates 
the center of population for the 50 states is 
now about 47 miles farther west than in 1950. 
This puts it about 50 miles east of St. Louis, Mo. 


Western Home Building Up in ’61 


Western Hardware dealers will welcome fresh 
life in home building and construction in 1961. 
The Department of Commerce is predicting a 
general increase of up to 4 per cent in all areas of 
construction for 1961. Home building will rise, 
thanks to lowering of interest rates and the 
greater availability of mortgage credit . . . Gov- 
ernment spending for urban renewal, depressed 
areas reconstruction and rural redevelopment 
will help brighten the housing picture... Stum- 
bling blocks could be renewed inflationary pres- 
sures and rising costs. 


Hardware Needed After Atom Attack 


Hardware items such as hand tools, nails and 
bolts, builder’s hardware and plumbing fixtures 
will be needed to get the country back on its 
feet after a nuclear attack...The Office of 
Civil and Defense Mobilization includes the fin- 
ished hardware products on its list of essential 
items needed for post-attack survival. Civil De- 
fense officials may recommend federal stock- 
piling of quantities of these items. 
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Ring up more quick sales 
with Zioxael hardware 


Modern, streamlined merchandising is an integral 


part of today’s busy hardware store operation. 
National Manufacturing Co. is constantly on the srg re te 
alert for new and better ways to package hardware | . . = Ne sESS 
—the new Serv-A-Pac is a good example. National’s | ; “Wii hah oe # 
Serv-A-Pac is convenient for you and your cus- ; i et ae > 
tomers . . . just cut open, the corrugated box and § ae Pied 
you have a practical counter merchandiser, com- = 
plete with Picto-Graphic label that tells exactly 


what's inside. 


Join the swing to National Manufacturing Co. 


Write for free catalog. 


NATIONAL MANUFACTURING CO. 


16101 First Avenue Sterling, Illinois 
For Details Circle 7 on INQUIRY CARD 


JANUARY 1961 





Individually labeled balls 


ALL PURPOSE COTTON 


SEINE CORD 


ART. 533 


AVAILABLE IN A VARIETY 
OF PLYS AND PUT-UPS 


1 Ib. skeins—6 thru 72 ply 
Put-up in 5 Ib. pkgs. 


4 x Each ball labeled 
2 oz. balis-—6 thru 24 ply sis 7 es 
Put-up in 5 Ib. pkgs. ya as to weight, 


4 oz. balis—6 thru 48 ply ply, feet per ball. 
Put-up in 5 Ib. pkgs, 


Sor. valle-stnru72 ply only JIMNY SEINE CORD is labeled for 


Put-up in 5 Ib. pkgs. is 2g ° 
you and your customers identification 
1 ib. balls—18 thru 72 ply 


Sold in bulk 


Put your confidence in 
the QUALITY LINE... 


Vinyl! Weather Stripping Mop Heads 

Wood Giue Wrapping Twines 

Braided Nylon Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines 

Staging Polished India Twines Orders of $75.00 or more, freight 


Sash Cords Jute Twine f. 0. b. Mill, Lawndale, N. C., Van Nu 
. . . ’ ’ . Lad ys, 

Clothes Lines Nylon Casting Lines Calif., Marietta, Minnesota, Dallas, Texas, 

Mason Lines Manila Ropes 

Fishing Lines Masking Tape or Waynetown, Ind. Orders of $30.00 to 

Starter Rope Freezer Tape $75.00 freight allowed to $1.00 per cwt. 

Jump Rope Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


estacuishes 1e7s WIEVBIAN TS VOMPAANY wwwnore nc. 


Bessemer St., Van Nuys, Cal. . Marietta, Minn. © 2644 Freewood Drive, Dalias 20, Texas ® 
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Ask for your FREE AoGitt & B 


CATALOGS 


en 


Grand Slam Catalog 
Also ready for distribution is the Grand Slam Catalog for ’61. 
Resplendent in full color and designed for maximum eye appeal 
and easy readability, it packs a powerful sales wallop. You may 
order catalogs with margin, size 12”x 12” or without the bind- 
ing margin, size 842"x 1144”. Estimate your quantity needs and 
reserve your copies early. 


Louisville Slugger Catalog 


Packed with information on Baseball, Softball and Little League 
bats, the beautiful 1961 six page Louisville Slugger Catalog in 
full color is now ready for distribution. It comes in two editions 
—one with binding margin, size 12"”x 12” and the other with- 
out, size 84%2"x 111%”. Be sure to get your order in early. 


Address requests for your free copies of catalogs to Dept. HW-1, 


HILLERICH & BRADSBY CO., INC. 
P. O. BOX 506, LOUISVILLE 1, KY. 
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IW Es Va 
PRODUCTS 


HERE IS LATEST INFORMATION ON NEW AND IMPROVED MERCHANDISE 
YOU CAN SELL. FOR MORE INFORMATION CIRCLE NUMBER ON INQUIRY 


STOP SCREW ANCHORS from turn- 
ing when being installed in soft or 
brittle walls. Molly screw anchor 
wrench holds anchor securely while it 
is being turned with driver. — Molly 
Corporation 

For Details Circle 100 on INQUIRY CARD 


GARDEN HOSE 


REINFORCED 


NYLON REINFORCED plastic gar- 
den hose has 1-in. inside diameter. 
Manufacturer states hose will deliver 
42 gal. per minute. Hose can stand 
180 pounds pressure.—Supplex Com- 
pany 

For Details Circle 103 on INQUIRY CARD 
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DANISH OIL FINISH for most fine 
woods. Made of special oils and addi- 
tives, this finish solidifies oil within 
wood. Eliminates non-drying qualities 
in most other oil formulas.—Watco- 
Dennis Corp. 
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NEARLY INVISIBLE FENCE is 
vinyl-clad over galvanized wire. Plas- 
tic coating is permanent and does not 
chip or peel. Comes in 50 ft. rolls, 36 
and 48 in. high.—Gilbert & Bennett 
Mfg. Company 
For Details Circle 104 on INQUIRY CARD 


D weather can’t stop 
roof repairs with Handi-Gard roof 
cement. Asbestos and asphalt fix leaks 
fast. Smooth spreading in cold 
weather and seals wet surfaces. — 
Gibson-Homans Company 
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TFABEL! 


TEA BELLS are available in solid 
brass or nickel plated steel. Mounted 
on cards, bells can be rung by custom- 
ers for test before they buy. Five price 
ranges available. — Bevin Bros. Mfg. 
Co. 

For Details Circle 105 on INQUIRY CARD 


HARDWARE WORLD 





SPRAY OR SWEEP with this Garden 
Genie. Weighing only eight and one- 
half pounds, two-wheeled sprayer 
throws 10 ft. spray. Nozzle spray ad- 
justs for washing leaves from lawn.— 
Sawyer’s, Inc. 

For Details Circle 106 on INQUIRY CARD 


ALUMINUM SAND BOX has more 
than 10 sq. ft. of play area. New and 
larger model of Life-Timer sand box 
measures 42 x 36 in. Adjustable green 
and white canvas canopy included.— 
Mirro Aluminum Company 
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SAFETY HEATER heats. without 
flame. Portable heater uses catalytic 
principle. Produces no carbon mon- 
oxide. Safe heat for boats, cars, tents 
and trailers. Burns one quart per 18 
hrs.—Therm’x Company of California 
For Details Circle 112 on INQUIRY CARD 
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ROLL-UP tub shower enclosure can 
be installed by home handy-man. Ve- 
lon plastic screen rolls up like window 
shade. No track needed. Screen is held 
by catch. Water stays in tub.—Oasis 
Corporation 
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HOME POLISHER for windows, fur- 
niture, shoes and appliances. Acces- 
sories include two brushes, lambs wool 
buffer and buffer wheel. Push-button 
ejector for attachment removal.—Gen- 
eral Electric Company 

For Details Circle 110 on INQUIRY CARD 


UNDERCOAT PRIMER for Hot Rod- 
ders sprays evenly and dries in 15 
minutes. Hot-Rod Charcoal - Black 
Primer can be used as one-coat finish. 
Packed in 16-0z. spray dispenser. Lac- 
quer resistant.—Krylon, Inc. 
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NON-CRACKING tub and tile sealer. 
Non-yellowing super white sealer is 
quick-setting. Can be smoothed with 
wet finger. Can be used on both ce- 
ramic and plastic tile—Devcon Cor- 
poration. 
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“Play Action” 
keeps baby amused for hours. The 
Mark II bobber has automatic safety 
lock and is tip-proof. Folds flat for 
storage or travel. Chrome finished.— 
O. Ames Company 
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TWIN-PURPOSE CLAW and three 
best-selling sizes of nail sets should 
be in every tool box. Claw also has 
blade for spikes and nail. Claw is set 
at 90° angle—Damascus Steel Prod- 
ucts Corp. 
For Details Circle 114 on INQUIRY CARD 
(Continued on page 51) 
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Here’s a plan that automatically organizes you 7 ways 
to score more sales...and at a profit. 


1. TORO PRODUCTS Whirlwinds (3 models 
less than $100 — bag included) @ Sportiawn 
Reels © Sportsman, Pony, Colt Riders ¢ 
Power Handle (Lift-off engine). 


2. TORO LOCAL ADVERTISING PROGRAM Local news- 
paper, radio or TV © Local co-op plan ® Tailored 
direct mail campaign @ Phone directory listing. I) 


3. TORO PROMOTION PROGRAM (April, 
May) “Lawn Games By Toro” booklet (Sup- 
ported by direct mail). 


a ee 


POWER Monroe | 
FREE 


4. TORO MERCHANDISING 
MATERIALS Spring display kit. 
Other display materials. 


5. TORO ACCESSORY MERCHANDISING 

PLAN Dealer accessory merchandiser ® g 

Accessory kit © Lawn Vac kits © Leaf 

cleaning kit © Leaf bag kit. > 
6. TORO AUTHORIZED SERVICE DEALER PROGRAM 
Parts program ® Promotional program. 


7. TORO CONSUMER FINANCE PLAN Toro time. 


You can’t beat a man with a plan. Sign up with the 
sales-building Toro Program Plan today. For full in- 
formation contact your Toro distributor or write to: 


TORO 


TORO MANUFACTURING CORPORATION 
3022 SNELLING AVENUE, MINNEAPOLIS 6, MINNESOTA 
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can be NETTING 


Snipped Apart ~~ NO CUTTING » ONE PACKAGE * THREE 
in Seconds fMR-—=* LENGTHS THAT SELL + NO REMNANTS! 


to become ‘. Stop spending 20 minutes per sale. Make each 
4One 50’ Roll ie sale in 1 minute or less! Enjoy full-roll, full- 


an d profit sales. 
One 25' Roll> In 1” or 2” Mesh—20 Gage — Standard Widths 


No Unrolling! No Measuring! No Re-rolling! 
Saiae No Tying! No Scrap! 
PRODUCTS 


Sine 05 (GBS) GILBERT & BENNETT 
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re Sutin siering Woes swecere KV SHELF HARDWARE 
144” lengths, %” adjustment). No. 256 Support (4” 


long, %” wide). Nickel, zinc or bronze finish. 


easily installed, easily adjusted, /asts a lifetime! 


The modern, convenient way to add needed shelving or desirable 
decorative effects. Handsome and sturdy, remarkably low-cost. 
Easy to install and adjust, lasts the lifetime of the house. Always 
keeps shelves straight, strong, sag-free. Available in a range of 
sizes to meet most specifications. Ask your K-V sales representa- 
tive about K-V hardware and fixtures —or send for our catalog. 


KNAPE & VOGT 


MANUFACTURING CO. 
Grand Rapids, Michigan 


HARDWARE 


Manufacturers of a complete line of quality drawer slides, sliding and folding door hardware, closet and kitchen fixtures and Handy Hooks for perforated board. 
For Details Circle 12 on INQUIRY CARD For Details Circle 13 on INQUIRY CARD————»> 
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RUST-PROOF 


WELDED-FENCE 


Vinyl-clad OVER galvanized. 

Rust proof — thick, plastic coating. 2” x 254” 
Bonded to wire — won’t peel or chip. mesh, 
Color: Lawn Green for invisibility . 14 gauge 
Family-safe, no sharp edges. 

Only fence packaged in cartons. 


Sell a TWO-Price Line — 
VINYL-CLAD and Galvanized After! 


APPROXIMATE RETAIL PRICES: 
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Vinyl-clad — 36” x 50’ 
Vinyl-clad — 48” x 50’ 
Galv. after — 36” x 50’ 
Galv. after — 48” x 50’ 
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GILBERT & BENNETT MFG. CO. 
Since JIE Georgetown, Connecticut e¢ Blue Island, Illinois 
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FLOWER BORDER 
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Vinyl-clad OVER galvanized. 1 fi i r “l 
Rust-proof — thick, plastic coating. 
Bonded to wire — won’t peel or chip. On: if ii rf (" Wh ~ 
Colors: Lawn Green or House White... 
Green for invisibility . . . white for contrast. mM W ual il th 
Family-safe, — no sharp edges. 
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Packaged SIX to a et - Display Carton 
GILBERT & BENNETT MFG. CO. 


oa TOS Georgetown, Connecticut e¢ Blue Island, Illinois 





SET 
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Announcing 


a ™ fTHERMDs 
: ) spectacular line 
of modern 
OUTDOOR 
PRODUCTS 
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Cooking-est 


Brightest - haa 
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Build volume sales in camping and outing gear 


Farewell to old-style mping with its quaint burn any gasoline, cook with intense direct 


inconvenience ré i961, stock dramatic flame. THERMOS Camp Lanterns (4 models) 
high-profit camping and outing gear b burn any gasoline, give brilliant white light. 

THERMOS colortul, comfortable, conven “Wing Tents”’ by “THERMOS” (2 family-sized 
ient. Now offer handsome, companion-styled models) are jauntiest and breeziest, fully 
outfits, with every item designed to save screened, floored. “PopTents’”’ by “THERMOS” 
campers time, money, effort, weight or load- 2 models sleep 2 or 4), sewn-in screening, 
ing space. THERMOS Camp Stoves (4 medels) _ flooring, pop up in a jiffy without center pole; 











Pops 
up In 
~ 90 seconds 





: Keep food & drink colder longer 


“ 


by tH ER M 15. —foremost brand in outdoor living 


smaller size without stakes or ropes 
THERMOS Picnic Jugs & Ice Chests (7 models 


clusive, foam-light “Positemp” insulation. 
THERMOS “Chillybin’’, foamed-plastic, under 
6 pounds, holds cold three times longer than 
ordinary ice chests. THERMOS Outing Kits 





hold two one-quart vacuum bottles with ex 
clusive, break-resistant Stronglas ‘"”” fillers, 
two plastic food boxes; Kangaroo style has 
outside pouch to hold extras, even a blanket. 


Stock the “THERMOS” Fire Lighter, best 
and safest for grill or fireplace. Starts 


campfire even with wet kindling. Simple, 
speedy, smokefree, smelifree. 10 disks. 





Spectacular: * 
(utdoor 
Living 
Debut By 


gets 14,050,000 
spectacular 
ad impressions 
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Sell the full line of 
‘amping and out {1} 0 oear 
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the recognized leader in design and 
performance ... backed by established 
policies and full profit margins 


Only THERMOS’ Vacuum Bottles 
Offer All These Exclusive Features . 


SEAL‘**)> SCREWDOWN 


THE AMERICAN THERMOS PRODUCTS COMPANY, Subsidiary of King-Seeley Thermos Co., NORWICH, CONNECTICUT 





BULBS - PLANTS - GARDEN 
PROMOTIONS PREMIUMS 














NURSERYMEN’S EXCHANGE » 475 SIXTH ST.+ SAN FRANCISCO 3, CALIF. 
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Southern Bell | 
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GENERAL 
MOTORS 


LEADING AMERICAN INDUSTRIES 
offer their employees the Payroll Savings Plan for U.S. Savings Bonds 


These are but a few of the leading firms which support the Savings ie : 
Bonds program with more payroll savers than ever before in peacetime. “Sa” 


HARDWARE WORLD 








LET SOUTHERN HELP YOU 


SOLVE 


YOUR 


FASTENER PROFIT PUZZLE 


The man who says he isn’t making money on fasteners, isn’t 
handling Southern Screws. Profit-wise dealers everywhere 
order and re-order Southern — the quality fasteners packed 
in durable, soil-resistant, dark green boxes bearing Southern’s 
copyrighted “EZ to Co” labels. 


For a stand-out line that won’t gather dust on your shelves, 


Wood Screws Stove Bolts Machine Screws & Nuts 


ATTRACTIVE, 
DURABLE 
SOIL-PROOF BOXES 


YEAR "ROUND 
CONSUMER. 
ADVERTISED 


STOCKED BY 
WIDE- AWAKE 
DEALERS 


RA. BACKED 


FREE 
SHOP HELPS 
FOR CUSTOMERS 


» LABEL 


For Details Circle 16 on 
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* Tapping Screws 


SPECIALISTS” 
“FOR 
15 yi 
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stock the full line of profit-producing Southern fasteners. Call 
your Southern Screw distributor today for your copies of 
Southern’s new ACTUAL SIZE CHART for MACHINE SCREWS 
and TAPPING SCREWS. Available — free — only through 
Southern Screw distributors — your profit-partner in the 
fastener field. Sold through leading wholesale distributors. 
Warehouses: New York » Chicago + Dallas + Los Angeles. 


¢ Carriage Bolts Wood Drive Screws 


Ss QUALITY 
“FASTENERS | 


© OF ITEMS,” 
~_ SIZES, FINISHES 


BY 


HARD HITTING 
TRADE ADS 


TIME. SAVING: wer 
PSysTEM 
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Plus and Minus Achieved 


In Planning New Store 


Sales Increase 25 Per Cent and Personnel Costs Decrease 25 Per 


Cent as Result of Careful Planning . . . Fixtures and Store Layout 
were Planned First and the Building Constructed to Fit the Floor Plan 


A 25 PER CENT SALES IN- 
CREASE coupled with a 25 per 
cent reduction in labor cost does 
not come about by accident. 

In the case of Hecker’s East 
Sprague Hardware, it came about 
because the owner moved over a 
year ago into a new store that was 
superior in many important re- 
spects, to the old one. 


These improvements have come 
about despite the fact that the new 
store is only slightly larger than 
the old one, in which Hecker had 
operated successfully for quite a 
few years. The old store measured 
50x60 ft, the new one 37x90 ft in 
sales area. The present store has 
an additional 30x37 ft of ware- 
house space at the rear. 


PAINT DEPARTMENT has well-lighted, neat displays. Self-service includes 
free coffee. Note sign and coffee maker for customer use. 


The new East Sprague Hard- 
ware is located in a small shopping 
center in an eastern district of 
Spokane, Wash., a city of 190,000. 

An advantage which the new 
store enjoyed from the start, was 
the circumstances of its planning. 
The fixtures and store layout were 
planned from the beginning with- 
out reference to the building that 
was to contain it. The building was 
then constructed to accommodate 
the floor plan. 


Because of the superior planning 
and better display fixtures, the 
owner has been able to increase his 
inventory by 20 per cent. He has 
put most of this increase into wid- 
ening his assortment of merchan- 
dise in established departments. He 
has also brought in a few new 
classifications. 


The sales increase of 25 per cent 
is even more significant in view of 
the general decline in sales that 
has been observed the past year in 
the Spokane area. 


Personnel required to operate 
the store include Mr. and Mrs. 
Hecker working full time, one full- 
time male employee, one part-time 
man, and one boy who comes in at 
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Hecker’s East Sprague Hardware 
Spokane, Wash. 


SPORTING GOODS DEPARTMENT 
shows use of perforated wallboard 
along wall section. Board runs from 
floor to ceiling. 


three in the afternoon to mark 
merchandise and put it on the 
shelves. Hecker has been able to 
decrease personnel by one full-time 
employee. 

Hecker was named hardware re- 
tailer of the year for 1960 by the 
National Retail Hardware Associa- 
tion, winning a Rambler car as a 
reward. 
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Location has been one factor in 
the sales increase. ‘The store is 
now located adjoining a high vol- 
ume food market and a drug store. 
It is closer to the residential dis- 
tricts from which it draws most 
of its customers, and has a more 
attention-getting exterior. 

Another major reason for the 
increase, Hecker believes, has been 


MERCHANDISE DISPLAY in front of 
checkout counter catches customers’ 
store. 


attention entering 


Hecker 


(right) checks out customer. 


the better assortment of merchan- 
dise he now makes available and 
the better display facilities. 

“We use perforated display board 
for both our wall shelving and 
islands,” he says. ‘We also use 
adjustable type metal shelf brack- 
ets. This combination gives us 
utmost flexibility and enables us to 
display a great amount of mer- 
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DISTINCT DEPARTMENTS ARE IDENTIFIED BY SIGNS AND SECTION NUMBERS 


chandise more effectively in com- 
paratively small floor space. 

“We don’t have an oversized 
store, but our display fixtures are 
so efficient that we can show a full 
variety and departmentalize it as 
it should be. There is still enough 
space left over for wide aisles en- 
couraging a free flow of traffic 
throughout the entire store.” 

Display islands used are com- 
paratively narrow, just over three 
feet in width. Alignment of shelf 
edges is nearly vertical. In the 37- 
foot wide store, there are four rows 
of these display islands. Each unit 
is approximately 15-feet long and 
they are arranged to form cross- 
aisles of adequate width between 
the ends. 

All departments are clearly iden- 
tified by signs above fixtures. De- 
partments are also numbered. This 
enables salespeople to direct a cus- 
tomer to a department more easily. 

In designing the store, Hecker 
decided to extend the perforated 
board, mounted to the walls, right 
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up above the proposed top of the 
wall shelving. This gives display 
space for slower moving items. 

“There are a number of articles 
that a hardware store should carry 
to give proper assortment but are 
bulky to display and do not turn 
over often enough to justify giving 
them valuable floor space. Rather 
than hide these items in the back 
room, we put them up above the 
wall shelving where they can be 
seen and can be sold faster,” the 
owner explains. 

The 30x37 ft back room is used 
primarily for large, bulky, non- 
glamorous merchandise. Plumbing 
pipe, for instance, is stored back 
here, with the pipe cutter and 
threader mounted nearby. 

The owner puts very little back- 
up stock in this part of the store. 
He orders in limited quantity and 
makes up his order daily. 

Hecker follows the principle of 
putting the merchandise onto the 
display shelves as it is received. 
This method has two advantages: 


(1) It makes the inventory invest- 
ment go that much farther. (2) It 
eliminates double handling of mer- 
chandise. 

Wrapping counter is located at 
front of store behind the main en- 
trance. This offers customers quick 
service when desired. This is a real 
time-saver, according to the owner. 
On a busy day the sales personnel 
can wait on the customers while 
only one person is required to han- 
dle the wrapping and cash. 

As customers enter the store the 
women are separated from the men 
by the location of departments. 
On the right is located the general 
merchandise of interest to men. On 
the left is located housewares, gift- 
wares and other items of interest 
to women. 

“For some unknown reason a 
man will almost always turn right 
upon entering a store, while a 
woman will turn left,” the owner 
has observed. ‘‘Arranging the mer- 
chandise in this way fits into their 
normal habits.” 
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More Housewares Get More Women Shoppers 


Expanded Housewares Department with Woman 


Expert in Charge Increases Sale of Housewares 


and Hardware to Women Shoppers 


Roberts’ Hardware 
Klamath Falls, Ore. 


“A MAN WILL GO to a hardware store because 
he needs some specific thing ranging anywhere from 
a power saw to a piano hinge. If you get him to bring 
his wife along, chances are the sale will run twice as 
much,” declares Richard M. Kowalis, co-owner of 
Roberts’ Hardware in the Town and Country shop- 
ping center, Klamath Falls, Ore. ‘And she’ll come if 
there is something to interest her.” 


With that thought in mind, it appeared practical 
to increase the size and scope of the store’s house- 
wares department last year. Rearrangement of the 
sales area, moving the offices into a new addition and 
finding just the right person to head the department 
have resulted in increased business for the store. 


“We were fortunate in securing Mrs. Addie Boothby 
as department head,” he explained. “She and her 
husband had operated their own hardware store for 
some years. Following a vacation, after they sold 
out, we persuaded her to come back into the business. 
She has had nearly 20 years’ experience in selling 
and merchandising hardware and housewares.” 


Woodenware is growing in popularity in southern 
Oregon as the trend continues toward more casual 
living, Mrs. Boothby believes. 


“T like to sell wood almost as well as hardware 
items,’”’ she says. “It is so versatile and so typical 
of our Western timber country.” 


She has increased by 20 per cent the display area 
of woodenware. For spring and summer, an entire 
12-foot island gondola will be devoted to this line. 
Wood salt shakers and pepper mills are expected to be 
as good for summer as during gift-giving seasons. 
Salad bowls of wood range from individual bowls to 
huge ones for crowd-size. 


Breadboards with knife at side, the blade resting 
against a magnet, go to the table these days, she 
says. The reason is that more and more homemakers 
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HEAD OF HOUSEWARES DEPARTMENT is Mrs. Addie 
Boothby who is shown with her popular woodenware 
display. 


bake their own bread and cutting a fresh loaf is one 
way to show off the accomplishment. 


The department has full lines of cookware, kitchen- 
ware, metalware and plastics in addition to flatware 
and cutlery. 


“‘We’ve divided the sales area about half and half 
between housewares and hardware,” Kowalis said. 
“It has gained a greater number of women customers 
and some of them buy hardware items, too.” e 








SIGNS ATTRACT PASSING TRAFFIC. TOYLAND SIGN AT RIGHT IS SEASONAL. 


Ten-Year Evaluation Shows 


Suburban Site Pays Off 


Looking Back 10 Years, Dealer Finds Shopping Preferences of 
Customers Changed When Store was Moved . . . Sales Slowed 
Down for Short Time After Moving . . . Volume Now Up 25 
Per Cent Since Moving to Outlying District 


IN A TOWN OF 15,000 PEOPLE, the suburbs—in- 
cluding suburban business sections—are only a few 
blocks away from the downtown business districts. 
But even those few blocks can make a decisive differ- 
ence in shopping preferences of customers. 

In Coeur d’ Alene, Idaho, for instance, Campbell 
Hardware had built up a good sales volume of gift- 
wares when the owners operated their store in the 
downtown district. Harry C. Campbell started the 
store in 1934, and operated in the downtown area 
until 1950. 

In that year, he and his two sons, Bob and Don, 
moved their store several blocks away to what was 
then a small outlying district. Main reason prompting 
the move was high rent. 


New Location Killed Gift Sales 


In their present location, the owners have found 
that giftwares sales dropped off sharply, so sharply 
that they discontinued this department. The move 
did not cost them their women customers, however. 
They continue to sell a good quantity of housewares. 
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Fortunately, the loss of their giftwares department 
has been well compensated by the much better sales 
they have enjoyed in garden supplies. 


“The first year we moved out here, sales declined 
somewhat from their previous volume,” according to 
Harry Campbell. “Then they started to pick up and 
now are running at least 25 per cent ahead of what 
they were before we moved.” 


In addition, the much greater convenience of the 
new store makes it possible for it to be operated 
with the help of one less employee. Personnel needed 
to operate the store now includes the two Campbell 
brothers, one full-time woman employee, and one 
part time. Harry C. Campbell is now semi-active. 


The overall dimensions of the store are 50 feet 
wide by 100 feet deep. The sales area measures about 
45 by 75 feet. 

Reasons for the sales increase are listed by the 
owners as (1) better display, (2) more attractive 
store front, (3) more shelf space, (4) better lighting, 
and (5) better flow of floor traffic. Improved display 


HARDWARE WORLD 





TOY SECTION TAKES OVER FORMER GARDEN SUPPLY AREA FROM SEPTEMBER TO JANUARY. 


Campbell Hardware 
Coeur d’ Alene, Idaho 


DEPARTMENT AT REAR OF STORE PRODUCES MOST SALES FOR CAMPBELL HARDWARE. 


i 
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facilities have been largely responsible for improve- 
ment in store efficiency as well. 


Garden and Toy Departments Alternate 


Where giftwares were formerly displayed at the 
right front corner of the store, the owners now al- 
ternate garden supplies with toys. Garden supplies 
have priority seven to eight months of the year, 
toys for the balance. Both departments are carried 
year ’round but in reduced quantity and variety and 
in another part of the store, when out of season. 

One reason for the sharp increase in sales of garden 
supplies, the owners believe, has been the improved 
parking facilities. This makes it much easier for 
customers to handle bulky items such as peat moss 
and fertilizers. 

Housewares are displayed immediately behind the 
section used for toys and garden supplies. 

The owners set out their Christmas stock of toys 
in September. At that time, major demand for garden 
supplies has dwindled and needs can be met from 
the stock required to maintain a smaller display else- 
where. Setting the toys out well before the real de- 
mand for them begins, lets customers know that they 
have them in stock in very good assortment. It 
builds sales for them later on. The owners believe 
this is the only way they can meet the aggressive com- 
petition that prevails in that area. 


Power Tools Sales Increase Up Front 


On the left side of the store is displayed merchan- 
dise primarily of interest to men. Recently, the dis- 
play of portable electric tools was moved to a newly- 
built display fixture just back of the front window. 
An almost immediate result was an increase in sales 

(Continued on Page 67) 
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CHECKING SANDER in portable 
tool section (left) is co-owner Don 
Campbell. Large inventory of tools 
turns at least four times per year. 
Knowing their tools and holding dem- 
onstrations help build sales volume. 


HAND TOOLS, flashlights and toys 
(below) are displayed in this section 
near front of store. Ledge above 
wall section is handy for wheel goods. 
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Scrapbook Helps Sell Builders’ Hardware 


Cut-Out Ads from Magazines for Home Owners "Catalog" Has 
Increased Builders' Hardware Retail Sales . . . Customers Identify 
Merchandise They Want from Paste-Up Scrapbook Available 


in Store. 


WE SPEND around half an hour 
per day in clipping ads from shelter 
publications, and pasting them into 
a handy scrapbook. This is always 
available to our customers. It has 
proven to be the most effective 
merchandising tool I have ever de- 
veloped in selling builders’ hard- 
ware to the retail market. 


We subscribe to a half a dozen of 
the leading magazines in the field, 
including House Beautiful, Better 
Homes and Gardens, Ladies Home 
Journal, and others. 


These magazines are very closely 
read by purchasers of new homes. 
Home owners are often stirred by 
a color ad in one of the magazines, 
to change their mailbox, light 
switch plates, faucets on the lava- 
tories and sinks. We simply see to 
it that the merchandise is there. 


I clip as many as a dozen ads in 
a day, which may cover any part of 
the home. I paste them up alpha- 
betically in a scrapbook. 


A home owner, for example, who 
was attracted by a style which he 
found advertised in one of the mag- 
azines, can quickly locate the same 
ad in the scrapbook. We alpha- 
betically index every builders’ hard- 
ware item which is likely to appeal 
to our customers. 


Customers who are about to build 
a new home, come in to look over 
our builders’ hardware department. 
They usually have a bit of difficulty 
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By George Staten, Jr. 
Lander Lumber Company 
El Paso, Texas 


in visualizing the actual hardware 
items, displayed in the department, 
as it would appear in the home. 
Sitting down with the catalog, how- 
ever, and seeing photographs or 
other art which show the specific 
styles in use, makes much more 
sense, particularly to women. 


Part of the strength of this 
scrapbook selling program has 
come from the fact that thousands 
of low-priced “‘budget homes” have 
been built in our area during the 
past eight years. Most of these are 
equipped with identical, and usually 
low-cost, builders’ hardware. 


Almost every American wants 
some individuality, so new home- 
owners almost always change the 
color scheme, add shutters, put up 
a fence, and otherwise do what 
they can to alter the appearance of 
their home. 


Inside, along with using a dif- 
ferent paint job on the walls of 
some rooms, the best opportunity 
to express individuality is in door- 
knobs, mailboxes, light fixtures 
visible plumbing accessories and 
other items. These are the people 
who make up our biggest retail 
market. 


We back up the scrapbook with 
a test order on every item which we 
think is important enough to add 
to the list. Usually, a half-dozen or 
a quarter-dozen order goes out to 
add the item to our inventory. 


If it sells rapidly, we increase 
the order. After the first year, we 
found that nearly every item which 
has been given the benefit of a 
really attractive, eye-appealing ad 
in shelter magazines is worth stock- 
ing. We also found that the cus- 
tomers’ appreciation for finding ad- 
vertised items in stock is so great 
that it will bring them back time 
and time again. We have seldom 
guessed wrong. Even the most un- 
usual doorknob, door’ knocker, 
metal name plate, or light fixtures 
will sooner or later sell to a cus- 
tomer who saw the same item ad- 
vertised. 


Naturally, we will have many of 
these items in our standard stock. 
Most of the advertised items which 
seem to excite the customer’s sense 
of individuality, however, will not 
be in the inventory. We airmail for 
the test order referred to above, to 
accomodate the customers. 


For example, we have sold more 
than a dozen varieties of unusual, 
ultra-modern mailboxes. None were 
offered to us as standard produc- 
tion, but instead, appeared first in 
color ads in homemakers’ maga- 
zines. 


Because we have a reputation for 
“having the unusual in builders’ 
hardware” we have benefited con- 
siderably in every department. 
This helps attract home owners 
from the entire area. * 





DIRECT-MAIL 
AD PLAN PULLS 
FIVE PER CENT 





A & A Hardware 
San Diego, Calif. 


"How To" Booklets and Inserts Sent in "Packet Plan" to Prospects Every 
Seven Weeks .. . Mailing is Done in Store with Their Own Equipment .. . 
Two Seasonal Catalogs Mailed as Far Away as England, Trinidad and 


Saskatchewan 


; be , 
NAMES FOR MAILING are collected when customers NEW ADDRESS PLATES are made by owner Austin. 


sign for tool rentals, charge accounts or cash checks. Machine at right is used for imprinting envelopes. 
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WHEN BILL AUSTIN, owner of 
A & A Hardware, San Diego, tells 
you that his mail advertising nets 
a five per cent response, you know 
he is using a worthwhile idea. Espe- 
cially since the national average of 
results obtained from direct mail 
is quoted at between one and one 
and a half per cent. 

What’s the secret? “It’s really 
quite simple,” explains Austin. 
“There are three ingredients in our 
mail order program: (1) We send 
out literature which we know people 
will be interested in reading. (2) 
We maintain a follow-up rhythm. 
(3) We employ a small Addresso- 
graph machine to help get the work 
out in minimum time.” 

What kind of literature are cus- 
tomers interested in seeing? ‘‘Any- 
thing that is instructive, and 
teaches how to handle small do-it- 
yourself jobs,’ says this dealer. 

“Say, for example, that there are 
10 pieces of advertising literature 
in an envelope we send out,” he ex- 
plains. ‘‘Each advertises a differ- 
ent product we carry in the store 
... Appliances, garden tools, work- 
shop tools, and so on. In each of 
these envelopes we also include a 
booklet designed to appeal to the 
man, woman, or both. This booklet 
may be on how to refinish a boat, 
how to finish unfinished furniture, 
or how to re-surface a floor.” 


FILE CABINET has some 2000 names on address plates. 


Austin files new name plate for future mailing. 
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Austin likes to point out that 
once recipients get used to finding 
these informative booklets in the 
envelopes, they will then be much 
more apt to leaf through the ac- 
companying advertisements. 

“In this regard”’ says Austin, “we 
observe one cardinal rule. We do 
not include ads with statements 
which are mailed out. We have 
found that customers simply will 
not even give them a glance. We 
much prefer to have our customers 
expect advertising literature and 
how-to information in a separate 
package.” 


Currently, A & A’s mailing list 
is made up of 2000 names, which 
are maintained on Addressograph 
plates in alphabetical order. As an 
indication of how much faith the 
store places in the pulling power of 
direct mail, the file also includes 
approximateiy 340 out-of-county 
contacts. 

Thumbing through his file, Aus- 
tin proudly calls attention to names 
in London; West Indies; Portland, 
Maine; Daytona Beach, Florida; 
Trinidad; and a host of other 
places. It makes his file cabinet 
resemble the index to a world atlas. 

“They are all people who at one 
time or another have been in the 
store,” he explains, “and continue 
to request our Christmas catalog 
which is sent out yearly.” 


These contacts, Austin admits 
did not come over night. Rather, 
they are the result of a program 
he has kept on top of for the past 
five years. 


“My theory” he says, “is that 
customers need never be lost to a 
store just because they moved from 
the area. One customer moved to 
Saskatchewan, Alaska. He receives 
our Christmas catalog. He lives in 
a community where appliances are 
not readily available. In addition 
to his orders we also get business 
from his neighbors who ask to see 
the catalog.” 


When Bill Austin started the 
direct-mail program five years ago 
all envelopes were addressed in 
longhand. ‘“‘Later’’ he says, “‘as our 
list grew, we switched over to a 
typewriter.”’ When, just three short 
years ago, A & A’s file of contacts 
swelled to over 1000 Austin knew 
the time had come for a major 
change in his procedure. 


“We invested $600.00 in equip- 
ment” he explains, “which included 
an Addressograph, plate file cabin- 
et, and a machine that makes up 
address plates.” 


Equipped with these tools, the 
dealer takes a few minutes out of 
each day to package and send out 
30 envelopes. On this basis he es- 

(Continued on Page 72) 


MAILING GOES OUT EACH DAY to 30 prospects: 


Austin selects literature and stuffs envelope for mailing. 
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61 Outlook Stresses Need for Better Selling 


Trade conventions and exhibits expected to attract special atten- 
tion as dealers seek new ideas for promotions and selling helps 


Business forecasters are labeling 1961 a year for hard selling, at 
least for the first half. Most forecasters are looking for a contin- 
uation of the present down trend for the first six months, then an 
upturn in the last half. These are the calculations being used by 
many large businesses in making their plans for 1961. 


Hardware dealers will also be seeking ways to sharpen their sales 
activity this year and will find many aids in this effort at the trade 
exhibits planned for the year. These shows offer an ideal opportunity 
to keep posted on new products that will attract customers. They 
also provide an ideal opportunity to locate special promotion items. 


“GO ALL OUT FOR OUR BUYERS," seems to be the slogan of these 
hospitality-minded members of the 52nd California Gift Show committee 
as they greet rickshaw-riding Leslie Klein, owner of Leslies Wilshire, Los 
Angeles. One of 8000 buyers expected to attend the gift show in Los 
Angeles, Jan. 22-27, Klein gets a tow from (left to right) gift show chairman 
Murray R. Carr, House of Paper, Inc.; a pour from Thomas J. Hogan, Flint- 
ridge China Co.; a cooling breeze from Clyde McCulloh, Ebeling & Reuss; 
and general beaming assistance from Oscar Jacob, American Brave Co. 
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INTERMOUNTAIN 
ASSOCIATION OF HARDWARE 
IMPLEMENT DEALERS 

JAN. 22-24 


The annual convention of this 
organization will be held at the 
Hotel Utah in Salt Lake City. 

The secretary is Leon Weeks 
who is located at 308 Continental 
Bank Building, Boise, Idaho. 


PACIFIC NORTHWEST 
HARDWARE & IMPLEMENT 
ASSOCIATION 


JAN 22-24 


Dealers from eastern Washing- 
ton, eastern Oregon and Idaho will 
attend the annual convention of 
this association at the Davenport 
Hotel in Spokane, Wash. 


The hardware group and the im- 
plement groups will hold their re- 
spective meetings simultaneously. 





CALIFORNIA 
GIFT SHOW 


LOS 
ANGELES 








JAN, 22-27 


The exclusive California Gift 
Show “Passport” will be mailed to 
14,500 store buyers in the Western 
Hemisphere. The ‘Passport’ lists 
exhibitors and their lines geograph- 
ically so that a buyer may map an 
itinerary in Los Angeles several 
days in advance of the show. 

Fast, free shuttle: buses will 
again transport buyers to all points 
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of the show, according to show 
management, Trade Shows Ltd. 
They will leave every 20 minutes 
during show hours, 9 a.m to 6 p.m. 
except Friday when the show 
closes at 3 p.m. 

Murray R. Carr, chairman of 
the exhibitor-buyer committee for 
the 52nd California Gift Show at 
Los Angeles points out that this 
is the 25th anniversary of the show. 
“The effects of the show are now 
so far-reaching,” he said, “That 
retail-wholesale service business in 
more than 50 categories regularly 
shop for merchandise among the 
750 exhibitors.” 

The show will be held in the 
Los Angeles Biltmore and Ambas- 
sador Hotels, Brack Shops and 
Merchandise Mart Buildings. 

The headline social event is the 
traditional buyer-exhibitor break- 
fast on Jan. 24 in the Biltmore 
Bowl. Bob Ringer, who was such a 
dynamic speaker at the 51st show 
breakfast, makes a return engage- 
ment, speaking on a wholly new 
topic. 

Also returning is Harry Von Zell, 
veteran radio, TV and Movie per- 
former, who will be master of cere- 
monies. Other social features in- 
clude: Brack Shop Dutch Treat 
cocktail party for buyers on Sun- 
day evening, Jan 22: Merchandise 
Mart Building Champagne party 
on Monday evening; and the Gift 
& Art Club market-wide dinner 
dance on Tuesday evening. 
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JAN. 23-27 

The Mart will open its 90th 
Market Week in celebration of its 
45 years of service to the home 
goods industry. 

Many firms will offer “Big 90” 
specials in honor of the occasion. 
Trade events will also be built 
around the anniversary theme. The 
Floor Covering Industry dinner on 
Jan. 23 will feature a show from 
Goman’s “Gay Nineties.” Decora- 
tions, displays and exhibits will 
carry out the “Gay 90” idea. 

“Ladies Day” will be Wednesday, 
Jan. 25. It will be highlighted by a 
luncheon sponsored by National 
Home Fashion League, Northern 
Calif. Chapter. ‘“Shibui” is the 
program theme, featuring exhibits, 
fashion models and home furnish- 
ings with Japanese inspiration. 

Gifts, china, glass and acces- 
sories will present a wide selection 
of all style trends. This merchan- 
dise will also be on display during 
the Gift Show, Feb. 5-8. 


LUNCHEON SCENE at last year's convention of Mt. States Hardware & 
Implement Association will be repeated this year in Denver during the group's 
convention Jan. 24-26. 
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MOUNTAIN STATES 
HARDWARE & IMPLEMENT 
ASSOCIATION 


JAN. 24-26 


A full program will be offered 
to both the hardware and imple- 
ment groups of the association at 
their annual convention in Denver. 
As usual it will be held at the 
Cosmopolitan Hotel. Besides a joint 
session their will be several group 
meetings. 

There will also be the annual 
banquet, according to F. W. Reich, 
secretary of the association. 





NORTHCOAST 


RETAIL HARDWARE ASSOC. 





JAN. 29-31 


This year the annual convention 
and show of the North Coast Retail 
Hardware Association will be held 
in Seattle at the Olympic Hotel. 

The show opens on Sunday, Jan. 
29 at 11 a.m. That evening at 7:15 
p.m. there will be the “President’s 
Get-to-Gether” for exhibitors, re- 
tailers and wholesalers. 

The president, Roy Winkenwer- 
der, Roy’s Hardware, Yakima, 
Wash., will preside over all meet- 
ings. The first will be at 9:30 on 
Jan. 30 after a no-host breakfast. 
The show will open at 1 p.m. and 
run until 8 p.m. 

On Tuesday there will be another 
no-host breakfast. The featured 
speaker at the following session 
will be Stanley O. McNaughton, 
General Insurance Co. There will 
also be a panel on “Pricing.’’ Grace 
Lambert, a past president, and 
Gerald Kasserman will give their 
“Shopping Service Report.” 

The president, Winkenwerder, 
will be welcomed into the past 
president’s organization, The Royal 
Order of Iron Monger’s, at their an- 
nual luncheon on Jan. 30. He will 
welcome the new president at the 
annual banquet on Tuesday evening, 
Jan. 31. 
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SOUTHWEST 


HARDWARE-HOUSEWARES 








JAN. 29-30 


This annual show is sponsored 
by the Pacific Southwest Hardware 
Association along with the coopera- 
tion of Arizona wholesalers. 

It will be held in the Agriculture 
Bldg. which has recently been com- 
pletely modernized. 

There will be a special Whole- 
salers Preview Breakfast on Jan. 
30. Starting at 8:30 it will be at- 
tended by salemen and buyers of 
the wholesalers. They will get a 
special showing from 9 a.m. until 
noon, when the show officially 
opens. 


WESTERN GARDEN AND 
OUTDOOR LIVING 
TRADE EXPOSITION 

Feb. 3-5 

The first annual Western Garden 
and Outdoor Living show is sched- 
uled for San Francisco Feb. 3-5. 
According to show manager, Robert 
Jordan, over 100 exhibitors will 
have booths at the California Ma- 
sonic Exposition Center atop Nob 
Hill. 

Workshop sessions have been set 
which will offer dealers “take 
home” information on garden sup- 
ply and nursery operations. The 
exposition is designed to serve the 
entire Western States region. 


SAN 


F RANCESOA 
Gier 
SHOW 








FEB. 5-8 


The winter edition of the West- 
ern China, Glass, Gift, Jewelry, 
Toy, Stationery and Housewares 
Show will start at noon Sunday 
in San Francisco. The largest sec- 
tion of the show will be at Brooks 
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Hall, Civic Center. 

Exhibitors in the Western Merch- 
andise Mart about a block away 
from Brooks Hall, will also par- 
ticipate in this show. These will be 
the gift and housewares exhibitors 
on the second floor and the toy 
exhibitors on the fourth floor. 

Other exhibitors will be located 
at the Sheraton-Palace, St. Fran- 
cis and Sir Francis Drake Hotels. 


Just a few weeks before the 
show is scheduled to open all the 
booths have been sold out at all 
the San Francisco locations, show- 
ing a desire on the part of manu- 
facturers to make a concerted sell- 
ing effort in 1961. 

About 50 exhibitors, members of 
the special show committee of the 
Western Merchandise Exhibitors, 
Inc., will attend the annual com- 
mittee meeting on February 7 to 
discuss show trends and ideas. 








WESTERN STATES 


HARDWARE-HOUSEWARES 








Ne IS 
ah al FO ae) 


FEB. 12-14 


The California Retail Hardware 
Association will present the West- 
ern States Hardware-Housewares 
Show concurrently with their an- 
nual convention in San Francisco. 

The show opens on Sunday, Feb. 
12 at Brooks Hall, Civic Center. 
According to Krueger Jacobsen, 
secretary-manager of the associa- 
tion, the show will feature more 
than 250 exhibits by the nation’s 
leading manufacturers. It will con- 
tain exhibits of merchandise for 


os 
ELECTRICAL GONDOLA attracted 


attention of dealers at Western 
States Show last year. It was offered 
by a San Francisco wholesaler as a 
package deal. 


resale as well as items for store 
use. 

A special feature will be a 
model store completely fixtured 
and merchandized. It will be 40 
by 70 feet and presented by Streeter 
Store Fixtures. 

Those dealers who attend the 
show will have an opportunity to 
win a prize trip for two to Mexico 
City and Acapulco. 

Convention headquarters will be 
at the new Jack Tar Hotel. 

The first convention event will 
be the 7th Annual CRHA Western 
Breakfast for delegates and ex- 
hibitors at the El Dorado Room 
of the headquarter’s hotel. 

Leonard Farr, partner of Farr’s 
Home Town Hardware and mana- 
ger of its Coos Bay, Oregon, store 
will be one of the featured speakers 
at this meeting. He will give an 

(Continued on page 43) 
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COMPLETE DISPLAY unit was shown 
at Western States Show last year 
by a manufacturer. The gondola 
was made available to hardware 
dealers. 
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6’ Melnor 
wouldn't dare 
change 
their line 
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NEW FROM HEAD TO TOE-MEL 


We don’t blame you for being surprised. You sold more Melnor 
sprinklers last year than ever before. (How could you miss, with net- 
work T'V and national advertising?) And yet, Melnor makes sweeping 


THE HANDSOMEST SWINGIN’ SPRAYS EVER! See the sculptured lines and gleaming colors of 
Melnor’s completely re-designed wave sprinklers—the big 880 at the top, plus the new 720 
and 610 heading the Melnor line-up. And by popular demand, the top-selling 525 makes a 
return engagement. Next is MELNOR’S NEW TURRET, the most versatile sprinkler ever made! 
It waters wide and narrow strips, rectangles, and squares—with just a twist of its four-position 
turret! Then comes MELNOR’S SENSATIONAL PULSATOR, the sprinkler that spurts long drinks 


See back of fold-out for famous Early Bird’ Specials —with more Free be 


NOR'S GARDEN LINE FOR I96I! 


changes right down the line for 1961. With big improvements in almost 
every model, and another spectacular TV schedule coming up, is it 
any wonder Melnor is the No. 1 sprinkler on America’s lawns today? 


— 


hit 

of water to any shaped garden area from a narrow wedge to a full 90 foot circle. For 3? aa 
small, square-shaped lawns, MELNOR’S SQUARE gives ideal watering at a budget price. 

And rounding out Melnor’s line are the big-demand REVOLVING SPRINKLERS, designed to give 
your customers efficient watering at lowest possible cost. Melnor even gives hose accessories 
a new look—with BRIGHT NEW FULL-COLOR SKIN PACK CARDS and a NEW 3-SIDED DISPLAY 
RACK. You get more and faster impulse sales in the same compact counter space. 





bonus sprinklers than ever. See your Melnor rep for record profits in’61! 


MELNOR GIVES YOU FREE SPRINKLERS IN 


TWO “EARLY BIRD” SPECIALS 


No. 78 Assortment of Wave Sprinklers with 
a Free Bonus of Three Great Sprinklers! 

(3) No. 525 Swingin’ Sprays @ 5.95 each... 17.85 
{3) No. 610 Swingin’ Sprays @ 7.95 each.... 23.85 
(3) No. 720 Swingin’ Sprays @ 9.95 each.... 29.85 
(2) No. 880 Swingin’ Sprays @ 12.95 each.. 25.90 





(1) No. 650 Square Sprinkler @ 2.49 each.. 2.49 
(1) No. 675 Turret Sprinkler @ 3.95 each. 3.95 
(1) No. 950 Pulsator Sprinkler @ 7.95 each 7.95 


TOTAL RETAIL VALUE: 111.84 
DEALER COST: 58.47 
DEALER PROFIT: 53.37 


48% DEALER PROFIT! 


No, Sib Aneevienek allapecioity tid Revthring 
Sprinklers with Free Bonus of Two 3-arm 
Revolving Sprinklers! 


(2) No. 650 Square Sprinklers @ 2.49 ea..... 4.98 
(2) No. 675 Turret Sprinklers @ 3.95 ea..... 7.90 
(2) No. 860 Revolving Sprinklers @ 3.49 ea. 6.98 
(1) No. 910 Revolving Sprinkler @ 5.95 ea... 5.95 


FREE BONUS 
(2) No. 810 Revolving Sprinklers @ 1.95 ea. 3.90 


TOTAL RETAIL VALUE: 29.71 
DEALER COST: 15.48 
DEALER PROFIT: 14.23 


48% DEALER PROFIT! 





NEW BONUS ASSORTMENT OF 


SEE 'N SELL ACCESSORIES! 


, ce | »  Melnor’s See 'n Sell Accessory line now 
& a. O : : — _ in fast-moving, self-selling full color skin- 
pack cards. This new assortment comes 
with a FREE 3-sided revolving wire rack. 
No. 160S —82 individual pieces including 18 

different items, with FREE three-sided 

counter display rack. 
TOTAL RETAIL VALUE: $65.18 
DEALER COST: 41.28 
DEALER PROFIT: 23.90 
Retail value of wire rack: $4.00 

ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! 





& DEE TE. O E® INDUSTRIES, INC. 
MOONACHIE, NEW JERSEY 
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inspiring and challenging talk on 
credit selling. The other speaker 
will be Stary Gange, Visalia, Calif. 

The ladies Luncheon and fashion 
show will be held in the Interna- 
tion Room of the Jack Tar Hotel. 

The annual cocktail party and 
banquet will be held Monday eve- 
ning in the Grand Ballroom of the 
hotel. Dancing and a stage show 
will be featured. 

The members will take a tour of 
the Chevrolet Oakland assembly 
plant on Tuesday morning. The 
tour will leave the Jack Tar at 
8:15 a.m. and return in time for the 
Industry luncheon. 

This closing session will have 
two featured speakers. Jack Muel- 
ler, owner of Beltrami Hardware, 
Bemidji, Minn., and one of the early 
users of the NRHA Turnover Hand- 
book, will discuss, “Turnover at 
Work.” The other speaker will be 
Paul Spiegle, outstanding colum- 
nist of the News-Call Bulletin, who 
is billed as the “speaker with the 
perfect tonic for tense times.” 

The Show opens on Tuesday at 
3:00 p.m. and continues until 10:30 
p.m. Store employees are urged to 
attend in the evening as it will 
give them an opportunity to gain 
vital product knowledge. 





PORTLAND 
GIFT 
sHOW 











FEB. 12-15 


The Portland China, Glass, Gift, 
Jewelry, Toy Stationery and House- 
wares Show will be held at the Pub- 
lic auditorium and the Plaza Hotel. 

The sponsors, Western Merchan- 
dise Exhibitors, anticipate both 
places will be filled with exhibits. 
The reason according to manage- 
ment, is due to “increased impor- 
tance of market communication 
during this time of economic re- 
adjustment.” 
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FEB. 19-22 


The Winter Gift Show, sponsored 
by Western Merchandize exhibitors, 
Inc. will be held at the New Nation- 
al Guard Armory and the Olympic 
and New Washington Hotels. 

Show management claims that 
many new items that were in the 
dream stage a year ago will be 
featured. 

Exhibitors and buyers will at- 
tend special gift show party on 
February 21 at the Town and Coun- 
try Club in Seattle. The party, 
which will include cocktails, buf- 
fet dinner and dancing, will be co- 
sponsored by the Western Merchan- 
dise Exhibitors, Inc. and the Seat- 
tle Pot & Kettle Club. 


So=—_il 


WEST 
COAS 


SHOW 
LOS ANGELES 








FEB. 19-21 


The annual West Coast Hardware 
and Housewares Show will be spon- 
sored by the Pacific Southwest 
Hardware Association at the Great 
Western Exhibit Center in Los 
Angeles. 

Hundreds of Southern California 
wholesalers’ salesmen will attend 
a buffet breakfast at the exhibit 
hall on Sunday morning, Feb. 19-21. 
They will preview the show before 
it opens to dealers at noon. 

“Point of Sale Alley” is an inno- 
vation with this year’s show, ac- 


cording to Otto Grigg, secretary 
of the association. In this section 
will be shown manufacturers dis- 
play units, advertising mats, re- 
prints, and other dealer aids. 
Grigg also anticipates more lines 
will be exhibited for the benefit of 
dealers. 
There will also be two industry 
displays. One will be sponsored by 
Pacific Telephone. The So. Calif. 
Gas Bureau will display a model 
kitchen in which they will show 
the application of hardware and 
housewares. 


HOLLYWOOD WESTERN atmos- 
phere invaded last year's show in 
Los Angeles with three quick-draw 
artists vying for honors. Men hire 
out for special events at So. Calif. 
Hardware Stores. 


FOOD is sometimes available when 
an exhibitor wants to demonstrate 
some new cooking device as was 
done at last year's hardware show 
in Los Angeles. 
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LATEST HOME FOR A GROWING HOUSEWARES WHOLESALER IN SAN FRANCISCO 


Sherr Starts Second Decade 


Company has Habit of Outgrowing Offices and Warehouses . . . Now 
has 50,000 Sq. Ft. from which to Serve Northern California Dealers .. . 


Firm Emphasizes Merchandising Assistance to Hardware Dealers 


TEN YEARS AGO the J. B. 
Sherr Co. started doing business as 
a specialty wholesale housewares 
firm in the Western Merchandise 
Mart in San Francisco. 

From this modest beginning the 
company soon started a habit of 
outgrowing their premises. 

Before the firm was six years 
old it had moved three times due 
to rapid growth. 

Today the firm is housed in a 
three-story building at 7th and 
Townsend, neighbors to some of 
the old-time wholesalers of San 
Francisco. Their offices and ware- 
house cover about 50,000 sq ft of 
space. 

The office of the new outlet is on 
the street level of the building, fac- 
ing 7th St., and part of the second 
floor. About 6000 sq. ft. are de- 
voted to the offices and showroom. 
The balance is warehouse space. 

On the Townsend side of the 
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J. B. Sherr Co. 
San Francisco, Calif. 


building is a spur track. On the 
opposite side is a loading dock and 
customer parking area. The “will 
call” area is also located at this 
side. 


MANY HARDWARE DEALERS at- 
tend Sherr's two yearly shows held 
at the Western Merchandise Mart. 


The founder, J. B. Sherr, has 
been in the housewares field for 
many years. Before starting his 
own firm he represented a Los An- 
geles company in the San Francisco 
Bay area. Later his brother, Her- 
bert B. Sherr, joined the firm. 

In 1954 the company was incor- 
porated as the J. B. Sherr Co. J. B. 
Sherr is president and Herbert E. 
Sherr is vice president. 

In January of 1959, Jerome B. 
Falk joined the firm as vice presi- 
dent and sales manager. 

Mrs. Ruth Aldegeuer, who has 
been with the company five years, 
is office and credit manager. Nang 
Wong, formerly assistant buyer 
with the Hale Department Store, 
assists J. B. Sherr in buying. 

The firm now employs 15 outside 
salesmen and one order desk sales- 
man. There are a total of 37 per- 
sons employed. 

Not only has this housewares 
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J. B. Sherr 
. .. president 


wholesaler outgrown previous 
premises and expanded its sales 
force, but it has also added most 
of the nationally advertised brands 
to its long list of products. 

In an interview recently J. B. 
Sherr stated, “Our firm is one of 
the few distributors on the West 
Coast that carry a full line of 
housewares, gadgets, household 
cleaning and laundry items, plas- 
tics, giftware, barware, glassware.” 

A special feature of the opera- 
tion is prompt shipping service and 
invoicing. 

It has been the policy of the com- 
pany to offer as much help as pos- 
sible to their customers in both 
buying and selling. 

Several years ago they initiated 
a special dealers’ show. It was held 
on a Sunday and was well received 
by Northern California hardware 
dealers who had discovered it prof- 
itable to feature housewares. The 
dealers appreciated the opportunity 
to meet the representatives of the 
many housewares manufacturers, 
each of whom displayed their lines 
at individual booths. They learned 
as much as possible about selling 
the respective lines. 

Last year it was found necessary 
to expand the show to two days... 
Sunday and Monday. The shows 
are held at the company’s place of 
origin, Western Merchandise Mart. 

The next dealer show will be 
their Spring Show held early in 
March at the Western Merchandise 
Mart. It is expected that over 100 
manufacturers will display at the 
show. Emphasis will be placed on 
items that can be sold during the 
springtime gift-giving events of 
Mother’s Day, brides’ showers, 
weddings, graduations, etc. 

A display room showing new 
items and special manufacturers’ 
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Herbert B. Sherr 
vice president 


J. B. Falk 


vice president 


PART OF LARGE WAREHOUSE in the Sherr building where dealer orders 


are filled prior to shipping. 


displays is now open at the firm’s 
new location. Dealers are invited 
to visit the showrooms whenever 
they are in San Francisco. 

An important part of the J. B. 
Sherr Co. sales program is their 
Christmas catalog, which is mailed 
by dealers to their customers. This 
book, known as “Good Housekeep- 
ers Gifts for Western Living,” is 
used by leading hardware-house- 
wares stores throughout Northern 
California. The complete selection 
of merchandise as well as the copy 
and layout is the work of the J. B. 
Sherr Co. organization and their 
advertising agency. As a result it 
is a book designed exclusively for 
the Western market. 

They also produce two newspa- 
per tabloids, a Spring and Fall edi- 
tion, featuring items at promo- 
tional prices. These have proved to 
be helpful “business builders” for 


independent stores. 

The J. B. Sherr Co. feels that 
their function as a distributor does 
not end with the sale of merchan- 
dise to the dealer. They feel they 
have the equally important func- 
tion of assisting the dealer in mov- 
ing this merchandise off his shelves. 

In addition to the Christmas cat- 
alog and tabloids they assist deal- 
ers in getting co-op advertising, 
newspaper mats, mailing stuffers 
and displays. They also help in ob- 
taining factory demonstrations and 
planning special events and pro- 
motions. They have instituted a 
Special Promotion Department to 
better provide these services to the 
individual store. 

Although the management hopes 
that their new home will allow for. 
growth for some time, the trend 
seems to indicate that growth may 
someday crowd them again. 
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Hunt & Mottet Celebrates 


Old Fashioned Friendliness Still Prevails In 
Western Washington Wholesale Hardware Firm 


Hunt & Mottet Co. 
Tacoma, Washington 


FOR MANY YEARS motorists 
driving through Tacoma on the 
main highway have for a fleeting 
moment noticed an _ impressive 
eight-story building. They have 
seen a large sign on its side with 
the lettering, “Hunt & Mottet Co., 
wholesale hardware.” 

Western Washington dealers 
give it more than a fleeting glance. 
In fact there is a roomy parking 
lot adjacent to the building re- 
served for customers. 


Some of the visitors are also 
salesmen for factories or manu- 
facturers representatives. No mat- 
ter what is the purpose of their 
visit, all of them are given the 
old-fashioned hospitality that was 
characteristic of the firm when it 
was established back in 1885 as 
Wheetright & Hunt. 

In 1906 a Frenchman by the 
name of Mottet joined the firm. He 
saw a new building being built in 
1907. An addition was built in 1920, 


EIGHT STORY BUILDING flanked by four story and six story buildings 
houses offices and warehouse space. Customer parking is adjacent. Steel 
and heavy hardware is warehoused in buildings on next street behind main 


buildings. 
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75th Year 


A. H. Heath 


. . president 


and then in 1950 an adjacent 
building was bought. In 1955 an- 
other building 75 feet wide with 
seven floors was purchased. 

All offices and warehouse aisles 
are lighted with fluorescent light- 
ing fixtures. 

Across the back street is a 200 
x 90 foot warehouse for steel and 
heavy hardware. One-half is two 
stories and the other half three 
stories. This was obtained in 1920. 

The parking lot was developed 
after purchase of the lot adjacent 
to one of the buildings on the 
Pacific Ave. side. 

A. H. Heath started with the 
firm in 1910 while still in school. 
He started in the accounting de- 
partment where he learned much to 
help him in developing the firm in 
later years. He was appointed 
president about 1950 after being 
vice president in charge of finances. 

W. F. Rieflin is vice president 
and secretary. Treasurer of the 
firm is Bonnell Glump. 

J. M. Kanzler is sales manager. 
Grant Richards is in charge of 
Alaska Sales. 

In consideration of the develop- 
ment of the hardware business in 
western Washington for 75 years, 
HARDWARE WORLD presents 
Hunt & Mottet with membership 
in their Western Hardware 50- 
Year Club. & 
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FREE 


Literature 


SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 63 


TWELVE PAGE CATALOG for 
outdoor and casual furniture from 
Hampden Specialty Products Corpora- 
tion. In addition to summer furniture, 
the Hampden catalog shows photo- 
graphs and gives information on red- 
woods, aluminum, box pad, knife pad, 
wet, innerspring, and aluminum and 
folding chairs. Information is given 
covering construction features, ma- 
terials used, sizes, styles, and ship- 
ping weight. 

For Details Circle 200 on INQUIRY CARD 


TWO PAGE BULLETIN describes 
and illustrates Cushman auxiliary 
transmission for use on Cushman 780 
Trucksters. Bulletin contains table 
showing draw-bar pull tests of Cush- 
man Trucksters equipped with aux- 
iliary transmission. Available from 
Cushman Motors, subsidiary of Out- 
board Marine Corp. 

For Details Circle 201 on INQUIRY CARD 


CARE ADJUSTMENT AND 
MAINTENANCE manual has been 
issued by the Russell & Erwin division 
of the American Hardware Corpora- 
tion. Designed for building main- 
tenance personnel, the illustrated 58- 
page book simplifies upkeep and 
minor servicing of the entire range 
of Russwin builders’ hardware. 

For Details Circle 202 on INQUIRY CARD 


TURFMASTER CATALOG is from 
Dille & McGuire Mfg. Co. This 24 
page, full color catalog gives specific 
details and specifications of each 
Turfmaster Mower and Tiller. It 
should be of considerable assistance 
to dealers in describing available 
lines. 

For Details Circle 203 on INQUIRY CARD 


EIGHT PAGES ON STAINS are 
covered in this brochure. Full color 
folder from Olympic Stain Products 
Company shows and describes pene- 
trating stains, redwood colors, and 
other products. Room on bottom of 
folder for imprint of dealer. 


For Details Circle 204 on INQUIRY CARD 
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“YOU ARE THE PUBLIC RE- 
LATIONS EXPERT IN YOUR 
STORE” is a 24 page booklet from 
the sales promotion division of the 
National Retail Merchants Associa- 
tion 

The booklet describes in simple 
terms, through graphic cartoons and 
readable text, the individual store 
employee’s importance as a builder 
of customer confidence. Retail store 
image-builders are given a healthy 
assist by a gap-filling pamphlet de- 
signed to educate sales personnel in 
basic public relations. Fifteen cents 
each under 100 copies, quantity dis- 
count available. 

For Details Circle 205 on INQUIRY CARD 


CATALOG SHEET covering Kleen- 
Ezy doormat from Gates Rubber Co. 
Two page sheet describes and points 
out selling facts on rubber door mats. 
Display stand description and _ in- 
formation is included. 

For Details Circle 206 on INQUIRY CARD 


wmerw k PR 
AUTOGRAPHED COPIES of 1961 
Dyer Specialty Co., Inc’s., catalog will 
be available at a number of trade 
shows. Darlene Tomkins, Hollywood 
starlet and exclusive Dyer model, 
is personally signing the catalogs. 
She will appear in every Dyer adver- 
tisement for 1961. For a closer look at 
Darlene and the new catalog, send 
in for it. 
For Details Circle 207 on INQUIRY CARD 


PROFITABLE TOY MERCHAN- 
DISING is 12-page booklet containing 
ideas, hints and authoritative mer- 
chandising suggestions. Issued by Re- 
flector Hardware Corp., the booklet 
features informative articles and 
timely tips on the new techniques of 
grouping and correlating “toys ar- 
ranged by play interests.” Dramatic 
merchandising and display set-ups 
are described along with proper ap- 
plication of fixturing techniques. 

For Details Circle 220 on INQUIRY CARD 


DECORATIVE FLOODLIGHTING 
CATALOG has six pages and is is- 
sued by Stonco Electric Products 
Company. Catalog illustrates complete 
line of weatherproof die-cast alumi- 
num outdoor light fixtures. Single, 
cluster and pendant fixtures are 
shown in three bullet styles. 

For Details Circle 208 on INQUIRY CARD 


FULL COLOR CATALOG SHEETS 
cover full line of plastics from Loma 
Industries. Plastic trash cans, waste- 
baskets, hampers, pails and other 
items for the home are shown in 
full color. Also available are price 
lists and ordering information sheets. 

For Details Circle 209 on INQUIRY CARD 


BATTERY CATALOG from Bright 
Star Industries listing eight new bat- 
teries designed specifically for trans- 
istor radio and electronic instrument 
service. A feature of the new cata- 
log is a condensed replacement guide 
which lists the proper Bright Star 
battery for over 700 radio models 
made by 63 domestic and foreign 
manufacturers. 

For Details Circle 210 on INQUIRY CARD 


MERCHANDISER CATALOG has 
50 Wall .Pariel Merchandisers for 
hand tools. Available from Proto- 
Tool Co., catalog shows how dealers 
can select the right display for their 
store for minimum investment and 
maximum turnover. 

For Details Circle 211 on INQUIRY CARD 


47 





Sell 
QUALITY 


Standards are so rigid, only 2 out of 
every 100 handles we make qualifies to 
carry this label. Sell your customers 
long-term economy, greater safety and 
satisfaction—at greater profit to you— 
Sell Daniel Boone. Write for Catalog P 
and handy Wall Chart. 


TURNER, DAY 
& WOOLWORTH 
HANDLE CORP. 


CROSSVILLE, TENNESSEE 


For Details Circle 18 on INQUIRY CARD 
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LIGHTING LEASE PLAN BOOK- 
LET is available from Westinghouse 
Electric Corp. Booklet describes the 
company’s new lease plan for light- 
ing equipment. 

The four page publication lists 
advantages of leased lighting and 
tells how the plan operates and pre- 
sents a guide for determining rental 
units. 

For Details Circle 212 on INQUIRY CARD 


ICE VENDING BROCHURE out- 
lines in detail the installation of 24 
hour automatic ice vender. From 
S & S Vending Machine Co., the 
brochure explains operation of the 
large outdoor type coin-operated ice 
vending machine. Machines can be 
set up in parking lots as a traffic 
builder. 

For Details Circle 213 on INQUIRY CARD 


CATALOG OF SNAP-CUT TOOLS 
from Seymour Smith & Son, Inc. 
General catalog covers entire line of 
garden tools available from the firm. 
Colorful new 12-page catalog contains 
complete specifications including cut- 
ting capacities overall size and per- 
formance characteristics. 

For Details Circle 214 on INQUIRY CARD 


CANDLE CATALOG has over 24 
pages. From Colonial Sales Company. 
Dozens of varieties of candles and 
candle accessories are shown with 
descriptions and packing and order- 
ing information. Price list is included. 
Decorative candles are included for all 
seasons. 

For Details Circle 215 on INQUIRY CARD 


1961 CATALOG OF MARINE 
LIGHTS AND ACCESSORIES from 
K-S Marine Products, Inc. Informa- 
tion contained in the 20 pages in- 
cludes specifications and performance 
characteristics. Items include bow 
lights, sternlights, searchlights, elec- 
tric horns, anchor lights, etc. Catalog 
also contains information on repair 
and service parts. 

For Details Circle 216 on INQUIRY CARD 


1961 CANVAS CATALOG color- 
fully illustrates tents, boat covers and 
canvas accessory lines. Six page 
catalog features 27 tent models. Also 
included are station wagon tents, 
cabana pool side tents and a new 
umbrella tent. Published by Fulton 
Cotton Mills, the catalog also shows 
a line of tarpaulins in duck and nylon 
vinyl. 

For Details Circle 219 on INQUIRY CARD 


CATALOG SHEET covers new Re- 
gina Electrikmop. Colorful sheet out- 
lines hints for the Regina Corporation 
work saver. 


For Details Circle 218 on INQUIRY CARD 
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MERCHANDISING AIDS———__ 


WINDOW AND COUNTER display 


for garden spray products.—Proen 
: om : Products Company. 
TURNTABLE display rack for “Hard- For Details Circle 166 on INQUIRY CARD 
ware of Elegance.” — Towne Hard- 
ware Div. of Yale & Towne Mfg. Co. 
TOP PACKAGE AWARD for this 


For Details Circle 160 on INQUIRY CARD 
scraper set of rubber. Said to be a 


TACKS 
top seller for homemakers, too.— 
Rubbermaid, Inc. 


Get the sixes you need 
for screens, carpets, 


re-upholstering and | 


other jobs ot heme! | 


&) | 


For Details Circle 163 on INQUIRY CARD 





rezt oct 
al ps rae lem 





Ga psi DSI ee 

Ga) 0a) DANE! RI 

ogi oa rae 10 24) 

gapacar 
© 





TACK DISPLAY for counter use. 


Keep tacks orderly—W. W. Cross 
& Co. 


For Details Circle 167 on INQUIRY CARD 


COUNTER DISPLAY for Slikkit all- j 


on exh, 
purpose lubricant in tubes.—Chemical Se wee 
Products Div. 


000 
For Details Circle 164 on INQUIRY CARD 


ROTATING display for “Standard” 
household hardware. Will hold up to 
90 carded items.—Shelby Metal Prod- 
ucts Co. 


For Details Circle 161 on INQUIRY CARD 
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TRADE-IN DEAL for SpinCast Reels. 
Sell more reels with this display 


materialSouth Bend Tackle Co., products is five ft. long.—Wooster 
Inc. Brush Company. 


For Details Circle 165 on INQUIRY CARD 


FLOOR MERCHANDISER for new 
DECORATOR CENTER for home spar varnish. Unit is self-dispenser 
for impulse buying.—U. S. Plywood 
Corporation 


For Details Circle 168 on INQUIRY CARD 


For Details Circle 162 on INQUIRY CARD 
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NOW... < 
Every link of 

Campbell Chain 
tells me what 
| want to 
know! 











THREE-TIERED gift gondola has 
clear white formica deck. Two top 
tiers are % in. clear glass. Center 






Pr 





+ 
Si shelf adjusts to 16 positions. As- 
S sembles without tools—M & D Store 
fj os Fixtures, Inc. 
| v For Details Circle 169 on INQUIRY CARD 
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STOCK TRUCK can be used as mo- 
bile counter during sales. Three 
shelves are 18 x 48 in. Hard rubber, 
roller-bearing wheels. Truck is hip- 


CAMPBELL marks every link to show the grade or oe vonty te ae—tathew Mane- 
facturing Company 


the manufacturer . . . it’s ““HALLMARK’’e CHAIN! § Ser Details Circle 170 on INQUIRY CARD 


Yes, only CAMPBELL identifies all the popular 
welded chain grades with embossed letters on 
every link! 


The grade mark (see below) appears on alternate links 

. .. your permanent grade identification. ee 
The Campbell “C”’ is permanently in relief on every 
other link . . . your manufacturer identification. —)» 


AND... another bonus! CAMPBELL CHAIN is easy to 
measure. It’s ‘‘Measure-Mark” Chain color coded 
exactly every five feet (see below). 


"MEASURE-MARK” [| 


PROOF COIL CHAIN 


a i COMPACT CALCULATOR is non- 


HIGH TEST STEEL CHAIN | H | a electric. Adds, subtracts, divides and 
CAM-ALLOY CHAIN as ee ORANGE ; multiplies. Actuated by depressing 
mes en y 4 bar with palm of hand. Weighs 10- 

Ib. Has 10 keys.—Bohn Duplicator 


Company 
CAMPBELL CHAIN Company For Details Circle 171 on INQUIRY CARD 


or Ladd 8 FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. y 
CHAIN WAREHOUSES: €. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; { \ <— For Details Circle 19 on INQUIRY CARD 


Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif, 
Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS - 






NEW PRODUCTS — 


Continued From Page 13 





AIR CONTROL is simplified on port- 
able coolers. Model B1616-3 gives full 
sweep of air or concentrates it. Three 
speeds. Activated charcoal filter op- 
tional on Marvelaire line. — Essick 
Mfg. Co. 

For Details Circle 115 on INQUIRY CARD 


METAL CHECK FILE has monthly 
index and movable divider for keeping 
checks orderly. One-piece hinge and 
lithographed hammertone finish in 
choice of three colors are other fea- 
tures—Litho Metal Products Co. 

For Details Circle 116 on INQUIRY CARD 


UNI-CEL CHESTS are all-plastic and 
lightweight. Cooler chests available in 
four solid colors. Top lid is removable. 
All three models have swing handles. 
—The Hamilton-Skotch Corporation 


‘For Details Circle 117 on INQUIRY CARD 
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TESTER AND SPOTLIGHT with car- 
rying case. Tests continuity in wiring 
or controls. Test leads use plug and 
clips for attachment. Light burns 
when circuit is closed.—Bright Star 
Industries 

For Details Circle 118 on INQUIRY CARD 


NEW DESIGN gasoline torch. Deep 
green tank is featured with oversized 
drip cup for quick generation. Detach- 
able cleaning needle and pistol grip 
handle included.—Turner Corporation 


For Details Circle 119 on INQUIRY CARD 


ROUND CASTER is new concept for 
use on chairs, table, etc. “Gyro-rol” 
has internal ball bearings. Soft rub- 
ber tread or hard rubber available. 
Five finishes from which to choose.— 
Master Manufacturing Co. 

For Details Circle 120 on INQUIRY CARD 


PET FEEDERS in three sizes for 
small, medium and large cats and 
dogs. Lustro-Ware feeders have food 
and water bowls mounted in sturdy, 
plated-steel frame. Bowls removable. 
—Columbus Plastic Products, Inc. 

For Details Circle 121 on INQUIRY CARD 


PREVENT STICKING or freezing of 
windows or drawers with Sil-Glyde. 
Lubricant with silicone can be used on 
rubber, metal, wood or plastics. Will 
also weatherproof ignitions.—Ameri- 
can Grease Stick Co. 

For Details Circle 122 on INQUIRY CARD 








COVER UP bathroom bowl brush and 
other items with “Cover-All” steel 
cabinet. Will stand on floor or hang 
on tank or wall. Over 15 x 6 x 5 in. 
Includes drip pan for brush.—Garner 
& Co., Inc. 

For Details Circle 123 on INQUIRY CARD 





Use Inquiry Postcard for Further Information About 


NEW PRODUCTS 





we 


FIREPLACE GRILL allows indoor or 
outdoor cooking all year. Cast iron 
grate, grate post, grate arm, grill 
and grill post included. Added feature 
is drip pan which telescopes.—Fire 
Grille Co. 

For Details Circle 124 on INQUIRY CARD 


ee oC 


808 COLORS from short line of paint. 
Color pods give wide color range. 
Available to Western dealers by Chas. 


Iifeld Co., Albuquerque, N.M. and 
Strevell-Paterson, Salt Lake City.— 
Pro Hardware, Inc. 

For Details Circle 125 on INQUIRY CARD 


HOLD THAT LAMP with Versa- 
Magnet. Adjustable ball-swivel clamp 
has permanent magnet. Will hold 
trouble light with 45-lb. pull. Magnet 
cast in plastic—Standard Portable 
Cord Co., Inc. 

For Details Circle 126 on INQUIRY CARD 
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STOP PETTY THEFT with Safe-T 
wall cabinet. Designed for use in 
homes, schools, etc. Measures 13x10x4 
in. deep. Built-in combination lock 
included cabinet—John D. Brush & 
Co. 

For Details Circle 127 on INQUIRY CARD 


VACUUM POOLS with this commer- 
cial swimming pool vacuum cleaner. 
Has 75 sq. in. suction area. “Para- 
Vac-Institutional” has jet induction 
principle. Adjustable handle sockets. 
—Paragon Swimming Pool Co., Inc. 
For Details Circle 128 on INQUIRY CARD 


SIX-INCH BENCH GRINDER has 
quarter horse motor. Unit operates 
without being bolted down. Other 
features include adjustable tool rests 
and tool tray on top of grinder.— 
Porter-Cable Machine Co. 

For Details Circle 129 on INQUIRY CARD 


he KNIFE 


RAZOR KNIFE 


RAZOR KNIFE and Window Zipper 
knife are two new household items. 
Razor knife uses any single edge 
razor blade for trimming. Zipper 
opens stuck windows easily.—Red 
Devil Tools 

For Details Circle 130 on INQUIRY CARD 


GAS LIGHT for cabins, camping and 
trailers. Lights meet or exceed code 
requirements, company states. Avail- 
able in brass or coppertone aluminum 
finishes.—La Jaga Engineering and 
Manufacturing Co. 

For Details Circle 131 on INQUIRY CARD 


SCOOPING GEMS is easy with this 
“Gem Scoop.” Made of aluminum alloy 
36 in long with Nylon-Vinyl grip. 
Use as rake, scraper or climbing 
cane for “Rock Hounds.”’—Estwing 
Mfg. Co. 

For Details Circle 132 on INQUIRY CARD 
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GET THIS COMPLETE PLUMBING DEPARTMENT 


LAZY MEN will go for this fishing 
rod holder. Hands are free while 
trolling. Attaches to tackle box and 
clamps to seat. Adjustable spring 
holds rod firmly.—Lazy Man Rod 
Holder 

For Details Circle 133 on INQUIRY CARD 


LOOK AT THESE FEATURES—(Side A) (1) Tank trim 
and deck mount fixtures, (2) Plumbing fixtures, parts 
and tools, (3) Cleanout snakes, (4) Faucet repair 
stems, carded and bagged with complete description, 
(5) Complete plumbing washer department. 


Use before Staining 
or clear finishing 


DOORS - TRim- PANELE 
ING 
CABINETS - FURNITURE 


DOES NOT RAISE Grain i 
/ 


NEW WOOD CLEANER removes 
dirt, grease, heel marks and pencil 
marks. Cleanwoode is said not to 
raise grain. Finish can be applied 
immediately after using. — Wilson- 
Imperial Company 

For Details Circle 134 on INQUIRY CARD 


(Side B) (1) Deck mount fixtures, (2) Toilet tank 
fixtures, (3) Wall fixtures, (4) Plumbing items and 
parts, (5) Complete plumbing washer department, (6) 
Force cups, (7) Range connectors, (8) Supply tubing 
and shower rods, (9) Washing machine hoses, (10) 
Long tools, (11) Boxed items. 


... It's compact ... It's only 9 ft. x 3 ft. and 51 in. high . . . Every 
item on display for self selection . . . Everything clearly priced . . . 
No more stock worries ... Inventory selected to fit your needs... 
Washer cabinet optional . . . Color to match decor of your store. 
Write today for descriptive literature 


FAMILY SIZE upright hamper up- SEE US AT... 
holstered with Silkron. Hamper WESTERN STATES 
back is woven with protected steel SHOW 

ribs. Vinyl covering available in six 
colors. Towel ring handles included. 


—Pearl-Wick 1100 Folsom St., San Francisco 3 @ UNderhill 1-6600 BOOTH 624 
For Details Circle 135 on INQUIRY CARD 











For Details Circle 20 on INQUIRY CARD 
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Performance 


in dealer sales and on the job! “FISH CONTROL” is featured on 


this Model 14 Stream & Lake spin 
casting reel. Thumb is used to con- 
trol drag on drum. Thumb gives 
“feel” of fish on line. Use right or 
left handed.—Wright & McGill 

For Details Circle 136 on INQUIRY CARD 


AIR-COOLED OUTBOARD delivers 
four H.P. Weighs 22 lbs. Other 
features include semi-weedless pro- 
peller, reversible and automatic re- 
coil starting. Price is less than $100 
retail_—Comanco, Ine. 

For Details Circle 137 on INQUIRY CARD 


Well-satisfied customers and healthy repeat sales breed 

strong turnover and a good return for dealers handling 

the solid line of TM Chain. Such performance stems ¢ 
from Taylor's 87 years’ experience in chain manufactur- Can 
ing and merchandising. Investigate your profit potential 4 j 
with TM Chain. Call your wholesaler or write today. “I 


eo 


Proof Coil, BBB, Machine, and Coil Chain e Log Chains e Utility 
Chains e Animal Chains e All types of Weldless and Stamped 
Chain e A full line of chain fittings and attachments. 





TM Chain 
Salesmaker 


BBB & Hs 
Proof Coil in O 





Tay-Pails 








—— <Y 


ei i oO r Distinctive, 
r Easy-to-read 
; p Cartons 


Special Items 
in Poly Bags 


MATADOR means “killer” in Span- 
ish. This Matador jig lure is said to 


e SINCE 
1873 


NATIONAL HARDWARE SHOW 


S.G. TAYLOR CHAIN CO., Inc. 


Hammond, Indiana 


WEST COAST OFFICE AND WAREHOUSE, 2343 Saybrook Avenue, Los Angeles 22, California 
For Details Circle 21 on INQUIRY CARD 
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be a killer in getting fish. Three oz. 
aluminum jig is 64% in. long. Use 
in fresh or salt water.—Langley Cor- 
poration 

For Details Circle 138 on INQUIRY CARD 
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N EWS FOR WESTERNERS 


Dunham Salesmen Go to "College" 


Dolph Zapfel, secretary of the National House- 
wares Manufacturers Association, was featured 
speaker at the kick-off breakfast for Dunham, 
Carrigan & Hayden Company’s annual sales 
meeting at The Whitcomb Hotel, San Francisco. 

The breakfast was attended by company execu- 
tives, salesmen and factory men. 

After breakfast the sales force was divided 
into several groups and attended individual 
classes conducted by factory representatives. 
Throughout the day they attended each of the 
seven lecture halls for instruction on ‘Products 
Knowledge.”’ 

After completing their full course in the ‘“‘Col- 
lege of Product Knowledge,” each man was given 
an examination. All those who passed were 
given a diploma and also prizes for their efforts. 

There were six sessions conducted by ‘Pro- 
fessors’”’ supplied by the following firms: Hamil- 
ton-Cosco, Inc.; Ekco Products Co.; Revere 
Copper & Brass Co.; Rubbermaid, Inc.; Wear- 
Ever, Inc.; Shetland Co., and Puritron. 


Crown Hardware Expands, Remodels 


A three-day open house heralded the recent 
re-opening of Crown Hardware at Corona del 
Mar, Calif. The owner-partners, Cliff Lionbarger 
and son-in-law, Lee Stuck, remodeled their store 
and almost doubled the space of the original 
store. 

They added a new linen department and ex- 
panded the housewares and giftwares section. 
At the grand opening they offered prizes and 
demonstrations by factory representatives of 
four manufacturers. 


Hyatt Becomes Manager of Clacks 


Norrie Hyatt, who has been the appliance 
salesman at Clacks Hardware for many years, 
has been named assistant manager of the store. 
He will assist Warren Hancock, store manager. 
Hyatt joined Clacks 25 years ago. He will con- 
tinue to sell appliances. 


JANUARY 1961 


Ernst to Open Ninth Store 


Plans have been completed for a new Ernst 
Hardware Store in Aurora Village shopping 
center, Seattle. 

According to M. L. Bean, chairman of the 
board and general manager of Ernst, the store 
will represent a fresh concept in hardware store 
merchandising. The store, ninth in the chain, 
will have 26 departments. In addition to general 
hardware, they will carry pets, radio and tele- 
vision, stationery and automobile accessories. 

The model self-service store will be designed 
to make shopping easier and quicker, Bean 
added. “It will be a front-runner in modern 
hardware store styling and will incorporate many 
innovations for women and men shoppers,” he 
stated. “Our thinking and effort is toward shop- 
ping simplicity. Self-service with up-to-the-min- 
ute merchandising displays will be used,” Bean 
said. The new store will join more than 40 other 
firms in the center. 


Lyon Returns to Allied Western 


B. B. Vincent Lyon, Jr., has rejoined Allied 
Western Distributors, San Francisco, after three 
years. He has been named merchandising man- 
ager effective last December 1, by the house- 
wares and kitchen gadget wholesale firm. 

Lyon was recently buyer and sales manager 
for a soft goods rack jobber. Prior to this he 
was associated with Macy’s both in New York 
and California. He was a buyer and assistant 
to the home furnishings merchandise manager 
while with Macy’s, California. 


Berenson Will Have New Catalog 


Berenson Hardware Co., 1435 N. W. Northrup, 
Portland, Ore., is in the process of compiling and 
printing a new catalog for dealer use. The cata- 
log will be available in the near future. 

The wholesale firm’s expansion program has 
made the catalog necessary in order to include 
the latest lines of hardware, tools, housewares 
and supplies now being carried. 
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Heads L.A. 
P&K Club 


Howard N. 
Whitney 


New officers were elected recent- 
ly to head the Los Angeles Pot & 
Kettle Club. The 1960-61 officers 
include president — Howard N. 
Whitney, manufacturers represen- 
tative; 1st vice-president Bill Mc- 
Gibbons, A. Walt Runglin Co.; 2nd 
vice-president—Frank Ferris, Cal- 
cot Co.; treasurer—Ted Dryer, Ted 
Dryer Co.; corresponding secretary 
—Dick Moore, R. C. Moore Co.; and 
recording secretary—George Wil- 
cox, George Wilcox Co. 


New Sales 
Manager for 
Mathias Klein 


H. B. Wilson 


H. B. Wilson has been appointed 
general sales manager for Mathias 
Klein & Sons, Inc., Chicago, Ill. He 
has been with the firm 20 years. 


C.M.P. Names 
Sales Mgr. 


Joseph C. Ryan 


Joseph C. Ryan has joined Cali- 
fornia Molded Products, Inc., as 
general sales manager. Ryan was 
formerly western regional man- 
ager for Lenox Plastics, Inc. He 
will headquarter at the melamine 
firm’s office here. 


Skil Corp. Promotes Two 


Promotions of Harry L. Bullock 
to general sales manager and Carl 
G. Gutman to marketing service 
manager of Skil Corp., Chicago, II1., 
have been announced. 

Gutman will be responsible for 
the coordination of market re- 
search, new products, order opera- 
tions and traffic. Sales administra- 
tion, service-sales, and the field 
sales force will be Bullock’s respon- 
sibilities. 

Oxwall Names Western Reps 


M & M Sales Co., Denver, Colo. 
will represent Oxwall Tool Co., Ltd., 
in Colorado, Montana, New Mexico, 
Utah, Wyoming, East Idaho and 
El Paso, Texas, 


HOUSEWARES CLUB OF SO. CALIF. ELECTS OFFICERS 


1961 OFFICERS and board of governor members pose after their recent election. The 
Housewares Club of Southern California had their election at a meeting held at Rodger 
Young Auditorium in Los Angeles. Shown above (left to right) are: (bottom row) treasurer— 
Howard Zimmerman, Wesco Merchandise; recording secretary—Phil Aster, U. S. Servateria; 
president—Sid Toloff, Pacific Coast Stationers; vice president—Glen Kline, Empire Brushes; 
corresponding secretary—Dick Moore, R. C. Moore Co. Top row are: board of governors— 
Dave Lieberman, George Friedman, Marty Ullman, Bill McGibbons, Bernie Stabins, Bob 
Mead, Bill Rosenfeld, Ed Clark, Jack Ness and Allan Peters. 
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Streater 
Fixture 
Engineer 


Don 


Frerkson 


Streater Store Fixtures has an- 
nounced the appointment of Don 
Frerkson as store planning engi- 
neer in the Bay area and Northern 
California. 

Frerkson will serve hardware, 
sporting goods, lumber and build- 
ing material dealers in moderniz- 
ing their stores, and will work out 
of the Salinas, Calif., sales office. 

Frerkson was a partner and man- 
ager of a hardware store in Stock- 
ton, Calif. He was also associated . 
with Cambridge Hardware Com- 
pany, Palo Alto, Calif., and with 
Baker-Hamilton, San Francisco. 


Plans for Spring Gift 
Booklets under Way 


Allied Western, kitchen gadget 
and housewares wholesaler of San 
Francisco, reports that preliminary 
plans for the Spring editions of 
“Gifts ’n Gadgets” and “Gadget- 
land” are now under way. They 
will be off the press about April 15. 

The Christmas editions were the 
most successful consumer catalog 
promotion of the firm to date. Some 
160 dealers throughout the 13 
Western States sent out more than 
1,340,000 of the catalogs to their 
customers. There were 136 hard- 
ware, variety and gift stores that 
used “Gadgetland” and 24 depart- 
ment stores and other large retail- 
ers that used “Gifts ’n Gadgets.” 

For the first time, Allied fea- 
tured a number of color pages proc- 
essed with the use of true-color 
Ektachrome transparencies. This 
addition of natural color was felt 
to have increased consumer longev- 
ity of the books in addition to stim- 
ulating customer enthusiasm and 
interest. 


Woolman Heads F-M Div. 


J. A. Woolman, formerly Fair- 
banks-Morse & Co. manager of 
dealer resale products in the West, 
has been appointed sales manager 
of Fairbanks-Morse pump and hy- 
draulic division in Kansas City, 
Kan. 
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S & O Stores Sold to Coast-to-Coast 


Late in December, the sales of 
Janney Semple Hill and Company’s 
S and Q Hardware Store Division 
to the Coast-to-Coast Stores Cen- 
tral Organization, Inc., was an- 
nounced. 

The headquarters for Janney 
Semple Hill and Company is in 
Hopkins, Minnesota, nearby Min- 
neapolis is the headquarters for 
Coast-to-Coast. In August of 1958 
Coast-to-Coast stores purchased the 
West Coast division of Marshall- 
Wells stores and then followed this 
up five months later with the pur- 
chase of the combined Kelley-How- 
Thomson, Marshall-Wells Company 
in Duluth. 

Coast-to-Coast will add some of 
the 457 locally owned S and Q 
stores to their group of 870 fran- 
chised stores in 20 states. 

The Western members of the S 
and Q Stores met with officials of 
both companies in Denver on Jan- 
uary 12. 

Janney’s board chairman, Benton 
J. Case, in making the announce- 
ment, pointed out that his com- 
pany would continue to operate its 
Janco Division, which sells floor 
covering and appliances. It will 
also continue to serve the indus- 
trial and national accounts from 
the firm’s Hopkins warehouse. 

Mr. Case said that before decid- 
ing to sell to Coast-to-Coast, a 
thorough investigation was made 
of several organizations. Coast-to- 


MONTANA HARDWARE ELECTS 


ey 


ae 
NEW OFFICERS for 1961 were elected at 
the 52nd annual convention of the Montana 
Hardware & Implement Association at Billings, 
Mont., recently. Pictured above (left to 
right) are: vice president—A. S. Hagenstron, 
Hagenstron Hardware, Glendive, Mont.; presi- 
dent—Neil B. Beatty, Haas & Associates 
Implement Co., Great Falls, Mont.; retiring 
president—W. S. Crichton, Crichton Hard- 
ware, Deer Lodge, Mont.; and director—John 
Wall, Power-Townsend Co., Helena, Mont. 


JANUARY 1961 


Coast was chosen because it has 
the best record, he emphasized, and 
would be able to provide the S&Q 
stores with the services they need 
for a successful operation. 

Arthur C. Melamed, president of 
Coast-to-Coast Stores, indicated 
the purchase involved “several 
millions of dollars in inventory 
and included the transfer of all 
Janney trade names including the 
well known Janney Best Paint 
lines.” 


Janney Semple Hill and Company 
originated in Minneapolis in 1866 
as Janney & Moles, a retail store. 
Subsequently the firm’s activities 
gradually became exclusively 
wholesale. 

The Coast-to-Coast Stores plan 
was founded in 1929 by Arthur, 
Maurice and the late Louis Mela- 
med. Maurice L. Melamed is secre- 
tary treasurer. Russell D. Lippitt 
is general manager of the Portland 
division and warehouse. 








BOOST YOUR PROFIT MARGIN $ $ $ $ 


by promoting these ALL-PURPOSE 


OPEN HEAD SPRAYERS 


for LAWNS and GARDENS 
the professional way 
to do-it-yourself... 


Chapin’s Deluxe Open Head 
compressed air sprayers are 
engineered for top perform- 
ance! The 3-pronged open head 
lock provides a plane, assuring 
a positive seal. Efficient opera- 
tion means SAVINGS OF 50% 
to 60% IN CHEMICALS over 
low-priced hose end sprayers. 


Open top permits cleaning for 
longer life. Get all the facts 
from your NEW 1961 CHAPIN 
CATALOG. 


Write Dept. HW3 


Quality Sprayers and Dusters Since 1887 
MANUFACTURING WORKS, INC. 


BATAVIA, N. Y. 
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NEWS 


San Francisco Gets Garden and 
Outdoor Living Show in Feb. 


The first annual Western Gar- 
den and Outdoor Living Trade Ex- 
position is scheduled for February 
3-5, 1961. 

According to show manager, 
Robert Jordan, over 100 exhibitors 
will have booths at the California 
Masonic Exposition Center atop 
Nob Hill in San Francisco. Included 
in the line up of items are nursery 
stocks, garden tools, garden pot- 
tery, power mowers, patio furni- 
ture, barbecue equipment and deco- 
rative rock products. Some 36 dif- 
ferent categories will be presented. 

“Our show is based on a care- 
ful market survey which determin- 
ed the need for a broad-based West- 
ern exposition for the whole nurse- 
ry and garden industries,” Jordan 
said. “The exposition is designed 
to serve the entire Western states 
region...”’ he added. 

Workshop sessions have been 
scheduled for dealers which will 
offer real “take home” information 
for garden supply and nursery oper- 


ations. Show hours are: Friday— 
10 A. M. to 8 P. M.; Saturday— 
10 A. M. to 9 P. M. and Sunday— 
10 A. M. to 6 P. M. Any additional 
information may be obtained from 
Western Garden and Outdoor Liv- 
ing Trade Exposition, 770 Mission 
St., San Francisco 3. 


Liberty Group 
Names Dealer 
Promotion 
Mor. 


Daniel P. 
Devine 


Daniel P. Devine has been ap- 
pointed promotion manager of 
Liberty Distributors, Philadelphia, 
Pa. He will help in extending the 
wholesale firm’s promotional pro- 
grams and services for dealers. 
Dealers are served by 26 Liberty 
wholesalers. 

Devine was formerly assistant 
advertising manager with M. A. 
Bruder & Sons, Inc. 





GUARANTEED 
DISCOUNTS 
_ AND MORE 
7 BELOW YOUR 
PRESENT 
PRICE 


Why pay more—when the best costs LESS! 


ATTENTION REP’S!! 


MFGS. REPRESENTATIVES: TERRITORIES AVAIL- 
ABLE IN STATES WEST OF THE MISSISSIPPI. 








—DEALERS — DISTRIBUTORS 


THE WORLD FAMOUS 


fIRELLI 


RUBBER PRODUCTS 


Pirelli Belts are authorized bearers 
of The American Petroleum Insti- 
tute monogram, designating their 
excellence in quality and material. 


MANUFACTURERS — V-Belts - 
Rubber Hose * Corrugated Matting 


FOR COMPLETE DETAILS AND INFORMATION 


WRITE TODAY! a 
Frrewu 


PRODUCTS DIVISION 
INDUSTRIAL HOSE 
AND RUBBER PRODUCTS 


2626 Santa Fe Ave. 
Los Angeles 58, Calif. 
LUdlow 7-7254 
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Lepak Joins Burch Co. 


P. J. Lepak has joined Burch 
Co., Los Angeles, a manufacturers’ 
representative firm, as an associate. 
He will represent Beacon Plastics 
Corp., and Star Plastic Specialties, 
Inc., in Southern Calif. 

He was previously with Marshall- 
Wells, World Wide and Wesco Mer- 
chandise in housewares, hardware 
and catalog operations. Lepak will 
also act as merchandising and 
sales consultant for Burch. 


NEW FIRM FORMED IN S. F. 


Robert L. Davis, formerly owner 
of R. L. Davis Co. representative 
firm in San Francisco, has become 
president of R. L. D. Merchandis- 
ing, Inc. In addition to Davis, the 
new sales agency has Frank H. 
Lowenthal and Charles Wilson as 
associates. 

As manufacturers’ representa- 
tives for the 13 Western states, 
the firm handles housewares, toys, 
giftwares, barbecue accessories and 
specialty items. Headquarters for 
the company is the Western Mer- 
chandise Mart. 

Davis formed the R. L. Davis 
Co. in 1953 as a jobbing firm. He 
moved into the _ representative 
field in 1957. Previous to this he 
managed his late father’s firm, 
Charles E. Davis Hardware. 

Davis will also retain his posi- 
tions of Western regional sales 
manager for Marshallan Mfg. Co. 
and Ideal Wire Works, Inc. 

Frank Lowenthal was formerly 
with M. Seller Co. and Allied West- 
ern Distributors, both in San Fran- 
cisco, prior to joining R. L. Davis 
Co. Charles Wilson was also with 
the R. L. Davis Co. Office manager 
for the company is Mrs. Carol 
Abbate. 


2 | Davis Le 
eocnasoeamcrmcoonet® 


. . » president, 
R. L. D. Merchandising, Inc. 
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Oxco Merchandisers were 
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ores across the country, Oxco household 
units are building an unprecedented “aaeessO° 
ow do they do it? By displaying the appaevee 
ight price in the right way for impulse MERCHANDISING 
have to do is keep them stocked .. . PROGRAM 
sehold brush salesmen on the market. 











ere developed in cooperation with the 
g Laboratory. Brush styles, quantities 
comply with recommendations in your 
They combine maximum display value 
d versatility. And they sell the finest 
brushes made... Oxco brushes... for 
rom satisfied customers. 


YOu CAN 
CHANDISE 
S PYOfiTABLY! 


| give you full details on these profitable 
dividual brushes they sell. Ask him for 
oved booklet, How to Merchandise and 
yplies for Profit. If you prefer, write us 








Rien . - .  ermbeeiee 

teint x rn : Oxco Floor Sweep Display #2 promotes 
' a impulse sales on 20 popularly priced 
sweeps in 5 styles for every home and 
commercial use. Styles, sizes and prices 
are in accordance with Turnover Hand- 
book recommendations. Takes only 2.3 
sq. ft. of floor space, stores reserve 
stock in back of unit. Sweeps priced 
for full profit to you. 


<@Oxco #12 Brush Merchandiser comes 
complete with one dozen each of twelve 
practical, popular brushes in assorted 
colors, all prepriced to give you full 
markup. Many are carded; others in 
polyethylene bags to attract the eye and 
make the sale. Suitable for counter, is- 
land or gondola use, or may be hung on 
wall or column. Similar #25 Merchan- 
diser displays and sells one dozen each 
of the top 25 household brush styles. 


XCO'S COMPLETE THE LINE THAT 
L HOUSEHOLD LINE *s MOVES 


951, 553, 555 OX FIBRE BRUSH COMPANY, INC. 
OUSEWARES SHOW! treoenicn LelabGeshed /§84 manriano 


See our complete line in HARDWARE RETAILER Catalog Service 
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NO. 770 SPEEDY-CLEAN® 
DISHWASHER 


POPULAR NEW COLOR 
ADDED 10 OXCO LINE 


S¥-Taler-] Ni elele MM ale) ne] am oP Ur lale RY-1-1 am cokerelaat) 
and it’s now in the Oxco line. Oxco has 

added this smart, new color, loaded with 
consumer appeal, to 20 different brushes in the 
##12 and = 25 Household Brush Merchandisers 
Brushes are packed in equal quantities of 

the always popular pink, bright kitchen yellow 
and new, housewife-approved sandalwood. 
Every carton gives you more chances to make 
more sales. Order today from your Oxco 

W[e)e} 0l-] ammmmne) 0]-10 1 cole em cone] dial-m\el0] 

1@) Coro \'/[-1cenar-]alelfs\-1al6) om comel-1¢-maRmelUl a 

brush sales are anemic, isn’t it time you talked 
| Coe] 01 au @) cero 0) 0) 0]-1 au-Se-1-] (<1: anl-1 ame] ole] an aale 
volume-producing Merchandisers described 
on the previous page. Call him today! 


MERCHANDISING IDEA! 


Display Oxco brushes in color 
correlated groups along with other 
kitchen items now available in 
sandalwood ... dish drainers, canisters, 
vegetable bins, mats, etc. It means 
more sales on everything. 


TOPPER PASTRY 
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Dre PA “free a brand new sprinkling concept 


the ROCK’N RAIN 
“FLIPPER” ASSURES 


WAVE-IMPULSE SPRINKLER 
EVEN WATER 


Ss PATTERN LENGTH 
DISTRIBUTION aoe - CONTROL 


HYDRO-JET DRIVE — THE 


POWER IS IN THE NOZZLE 
bd f NO GEARS TO CLOG 





EXCLUSIVE 
ROCKING ACTIN — 


PATTERN WIDTH Bt: 


CONTROL : = 
lead ; ; atl 


A 
SHERMAN 


FIRST! ae HEAVY 
. = RUST-PROOF 


e Newer than new — BASE 


the all-purpose sprinkler! 
e Exclusive Sherman Design— 


e Rust-proof automotive-type nee ; : : 
finish sx The Rock'n Rain — new in design — new in concept. 


e Hydro-jet Drive! Sherman has combined the best features of America’s two most popular 

Trouble-free operation! sprinklers — the conventional gear-type oscillating and the impulse-type. 

e Pattern length and The special Hydro-jet drive powers the Rock’n Rain using only a fraction 

width control of the water required by conventional oscillating sprinklers. For the first 

e Advanced styling — time, dual adjustments control the width of the spray as well as the length 

precision engineered! — exclusively with Rock’n Rain. It is the one truly all-purpose sprinkler 
available today! 


NOW READY! NEW for '61 WAVE-KING 


NEW 1961 SHERMAN LAWN HOSE 
GOODS CATALOG! It’s loaded with new 
and improved products that mean PROFITS 
for your lawn and garden department! 


a America’s 


Lowest Priced 
Wave Sprinkler! 


OnLy $2.95 


list 


H. B. SHERMAN MANUFACTURING CO. 
Battie Creek, Michigan 
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Thor Makes Sales Changes 


B. J. Herron J. R. Householder 


B. J. Herron, district sales mana- 
ger for Thor’s branch in San 


Francisco during the past four 
years, has been appointed manager 
of the Seattle branch. Succeeding 
ia J; KR. 


him in San Francisco 
Householder. 


Herron has been with Thor 41 
years. Herron held the Los Angeles 
branch manager’s position for 14 
years before transferring to San 
Francisco. 


Householder has been an indus- 
trial service engineer in Thor’s 
Chicago branch since 1954. 


Appointed 
Store Develop- 
ment Mgr. at 
SW Hdw. Co. 


Edward G. 
Westermeier 


Appointment of Edward G. Wes- 
termeier as store development 
manager for Southwest Hardware 
Company in Santa Fe Springs, 
Calif., has been announced. He will 
help in the development of new ac- 
counts for the dealer-owned whole- 
sale firm. 

Westermeier was previously with 
Sears Roebuek & Company, Mar- 
shall-Wells and Our Own Hardware 
Company. 


Blair Wins Paint Award 


Robert H. Hill, director of sales 
for Sherwin - Williams Co., an- 
nounced recently that E. F. Blair, 
Jr., painter-dealer representative 
of Roswell, N. M., was one of six 
winners oi the firm’s 1960 national 
Top Sales Achievement Awards. 





Another 
FULLER 


TRAFFIC STOPPING 
SALES STARTER 


{101 QUICK-SERVICE 
BASIC TOOL DISPLAY 


Fuller products are made in 
U.S England and other 
countries, of the highest qual- 
ity materials, by skilled crafts- 
men... designed for service 
° » and rigidly inspected to 
preserve Fuller Quality and 


Reliability. 


One of the fabulous 
Turnover Twins! * 


A complete department ... 
for all-around profit! Contains 
2 ea. of 21 different tools, | 
ea. of 4 size wrenches. All 
basic, needed tools . . . all 
individually carded and pre- 
priced ... on handy hanging 
rack. An eye-getting assort- 
ment for an up-front spot. 


ORDER TODAY! 


*with #100 Screwdriver Asst. 
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Westinghouse 
Names 
Pacific Coast 
Sales Mgr. 


AF, 
Heitzler, Jr. 


A. H. Heitzler, Jr., has been 
named Pacific Coast regional sales 
manager for the Westinghouse 
Electric Corporation’s portable ap- 
pliance division. Heitzler will make 
his headquarters at 2222 Grant 
Ave., San Lorenzo, Calif. 

Heitzler was at one time nation- 
al sales manager for the small 
appliance division of the General 
Electric Company. He started as a 
district sales representative in the 
California and Arizona marketing 
areas. His retail experience includes 
two years as assistant buyer with 
the May Company in Denver. 


Rubberset Opens New 
Western Warehouse 


Early this fall, the Rubberset Co. 
opened its new Western Branch 
Plant in Monterey Park, Calif. The 
new plant replaces the old location 
on West Washington Boulevard, 
Los Angeles which Rubberset oc- 
cupied since 1935. 

It is situated at 960 Monterey 
Pass Road. J. L. McKendrick, sales 
manager, Western region, will di- 
rect sales activities. 


Correction 


Morse Hardware Operated 
One Retail Outlet in 77 Years 


In the November issue of HARD- 
WARE WORLD an article an- 
nounced Morse Hardware Com- 
pany’s new policy of selling whole- 
sale only. In the article it was er- 
roneously stated that the firm had 
“operated retail outlets” in Belling- 
ham. 

Morse Hardware Co. has had 
only one place of business through 
its entire 77 years and the retail 
sales floor has been located in the 
wholesale premises. The firm had 
never operated another sales out- 
let either retail or wholesale nor 
have they ever had more than one 
store. 


HARDWARE WORLD 











Everyone (‘m«") needs DALTON | SELF Service 
—and Spring is the Season for the Sure-Fire DI SPLAY F REE! 


Money Makers! So, Figure Ahead—Order from 
Your Jobber Today! er — KEISER 


MIRACLE 


MODEL NO. D380 “he SHEARS 
%'* ELECTRIC DRILL 
Perfect for the professional j 
user. Powerful 115 velt AC 
be tn DC motor. Full toad speed 
24° High Legs 608 v.38 m. a’ 4 jeccbe a geared 
chuck an ey. multipl 
Pr. $5.50 thrust ball bearing. ‘3-wire 
All-steel. Fully “4 High Legs cord and adapter. Automatic 
mechanical. Wide . $6.50 trigger switch. List 
pads Logg ons ° » b 
crossbar securely. Crossbar can be 
any 2” lumber, any length. Gray SPEE-DEE Wall Type 
enamel finish. Safely withstands GARDEN 


load of 1500 Ibs HOSE HANGER 
2 ¢ Knocked down, packaged 
Now! 4 nail holes on top for impulse sales ¢ Com- 
double the holding pewer, pact — saves warehouse 
prevent separation of Space « Holds 100 ft. of 
bracket from rail. hose « Mount on wall e 
" —, os os 1, 
ew— ename nish e 
s + Improved Easy to assem- Retails 
SPEE-DEE ea ae ' $1.00 
SAWHORSE nuts included. 
BRACKET : 

















* SPEE-DEE 
TOOL & 
PARTS 
HOLDER 
* Mount on wall 
* Includes 4 

jars with lids 
* Holds 7 tools 
© Retails $1.10 


“ All items in Display Packaging 
Flanged Nail Holes fer quie 6%. Cated dee: 
perriacatcing™ Fi * DALTON MFG. CO. sv. tocie"S's: 
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to WILSHIRE/ 


.. for finest values in 
fireplace furnishings and barbecues! 





Wilshire offers you Ameri- 


ca's largest selection of . ka NOW AVAILABLE WITH DISPLAY 


fireplace furnishings— 


ype At (for counter or Peg Board) NO EXTRA COST 
Modern, Period, and Pro- . 4 4 


vincial—to meet all needs t 4 els Packed in self-contained shipper it includes: 
in every price bracket. - ES { 





12 Only No. 2 Miracle Grips at. ... $3.25 ea. 
2 No. M500 Miracle Hedge Shears at. $6.50 ea. 
| Display (as shown above) cian 

DEALER'S COST ... ........$31.20 Complete 

Patna at DEALER'S PROFIT ........... $20.80 


barbecue line of 








braziers and wagons 


piabaamecoeaame See Your Wholesaler for This Quality Profit Line 


ee KEISER MANUFACTURING CO. 
Booths Nos. 372-374-376-378 READING, PENNA. 





FOR NEW 
CATALOGS! 








SEE US AT... 


WESTERN STATES 


HARDWARE -HOUSEWARES 


SHOW 





MFG. COMPANY 


MAIN OFFICE: 4865 San Fernando Rd. West ¢ Los Angeles 39, California 
EASTERN PLANT & WHSE: 850 W. Jackson Blvd. © Chicago 7, Iliinois BOOTH 530 BOOTH 425 SPACE 245 
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EASY HANG” perforated board fixtures 


ADVERTISED IN 


Better Homes & Gardens 
Home Improvement Ideas 


Popular Mechanics 
Popular Science 


Faster, 
easier, 
more positive 
locking — 


without clips! 


merchandiser 


Holds assortment of 
Easy Hang se/f-/ocking 
fixtures plus a stock of 
perforated board. Floor 
space: 24” x 21”. Store 
tested! Drop-shipped, 
prepaid. Call your jobber 
or write today. 


Bubble-packed Card-mounted 


Hook up with 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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AWARD PLAQUE is made to Industry Man-of-the Year, W. Clark Wright. From left are: 
Joe Dungan, president of the Associated Pot & Kettle Clubs of America; Clark Wright; 
George Tupper, president of Portland Pot & Kettle Club; and Holt Berni, master of ceremonies 


PORTLAND P & K NAME WRIGHT FOR MAN OF YEAR AWARD 


On Nov. 18 the Portland Pot 
& Kettle Club Honored one of 
their old-time members, W. Clark 
Wright, with the highest honor 
of the year. He was given an award 
as the outstanding industry leader 
of the year in their annual In- 
dustry Recognition Night at the 
Benson Hotel. Members and their 
wives paid tribute to him at a 
dinner-dance. 

Wright was associated with Meier 
and Frank for 25 years. He rose 
from stock boy to housewares 
merchandise manager. During part 
of that time he served three years 
in the Army during World War II 
as an officer in the special services 
division. 


In 1951 Wright was appointed 
general manager of the Pacific 
Northwest division of Walter N. 
Boysen Company, manufacturers 
of paint. In 1957 he was named 
vice-president of the firm with 
headquarters in Portland. 


Wright is a past-president of 
the Portland Pot & Kettle Club and 
also served as president of the 
Associated Pot & Kettle Clubs of 
America during the term of 1950-51. 
He is also a past-president of the 
Portland Paint, Lacquer and Var- 
nish Association. 

Previous awards were bestowed 
upon Ben Ettelson, Herb George 
and Scott Jensen of Spokane. 





Chance Names Two in West 


A. B. Chance Co. has named 
James V. Johnston, 1610 N. E. Til- 
lamook, Portland, as _ representa- 
tive for their hardware and garden 
products. He will cover Washing- 
ton, Oregon, Montana and Idaho. 

R. S. “Dick’”’ Nesbit, San Carlos, 
has also been selected as a repre- 
sentative for the Chance Co. Mr. 
Nesbit will cover Northern Cali- 
fornia, and Reno, Nev., and adja- 
cent counties. 


Meyers Names Barnes S.M. 

F. E. Meyers & Bro. Co., Ash- 
land, Ohio, announced that Wil- 
liam J. Barnes has been named to 
the newly-created post of general 
sales manager. Barnes, who will 
report directly to E. M. Meyers, 
vice president in charge of sales, 
will coordinate outside sales activi- 
ties for the pump manufacturer. 
Barnes joined Meyers in February, 
1956. 
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Ten Year Evaluation—(Cont. from Page 32) 


of this merchandise of 25 per cent. 

“Portable electric tools have been an excellent 
source of sales for us for a good many years,” Don 
Campbell says. “‘We have featured one line ever since 
that company started to manufacture it. We also 
carry a line of floor model power tools. Sales of this 
merchandise do not quite match the portable tool 
sales volume. 

“One of the principal attractions for a hardware 
dealer in selling this merchandise is the greater sales 
volume he can realize with correspondingly less sales 
effort. A portable electric tool sale is nearly a big 
ticket sale, yet not so big that it discourages turnover. 

“One of the big reasons we are able to sell as many 
of these tools as we do, we’re sure, is the product 
knowledge that we have about them. We've had quite 
a few people tell us that they have seen exactly the 
same tools in other stores but have not bought them 
because ‘the salesman didn’t know as much about them 
as we did’.” 

The store carries an inventory in these tools of 
$2500 to $3000 before Christmas, and $1500 to $1800 
the rest of the year. Rate of turn in these tools is at 
least four times a year. 

The store also carries a good stock of accessories 
including blades. The person who buys a tool of this 
sort likes to know he can get at the same premises 
the accessories that widen its usefullness. A stock 
of accessories is a big factor in building sales of the 
basic tools. In addition it supplies a welcome source 
of plus-sales. 


Tool Demonstrations in Evenings 


Sales of power tools are further stimulated by dem- 
onstrations. The store schedules about three dem- 
onstrations by factory representatives per year. These 
take place at the store in the evening. They last about 
two hours. The store gives a door prize, and serves 
coffee. 

In registering for the door prize, those who attend 
write down their names and addresses. These are 
added to the store’s mailing list. Virtually everyone 
who attends such demonstrations is a good potential 
prospect for this kind of merchandise. 

Before Christmas, the store mails out about 4000 
manufacturer’s brochures on power tools as envelope 
stuffers. This is a “shotgun” mailing but it is quite 
inexpensive and it does get results, the owners say. 
The most sales-productive single department of the 
store is paint. This is set up in the center at rear 
of store and is lighted so that customers will notice 
it as they come in the front door. 

The owners carry two lines of paints, a major one 
and a minor one. However, they vlan to discontinue 
their minor line because it is in the same price cat- 
egory as their major one. 

“We have a good deal of new price competition in 
paints in our area,” says Bob Campbell. ‘We need a 
competitively priced line to put us on an equal price 
footing with other dealers. We have no doubt that we 
will make the majority of our sales in the better 
quality paint, however.” a 
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Growing 
with the West 





Here is our new home. . 


. over 50,000 sq. ft. of 
space to better serve you with the most complete 
line of housewares in the Western United States. 


You'll find it all under one roof: 


@ Gadgets 
@ Plastics 
@ Picnic 
@ Barbecue 
@ Cookware 
@ Glassware 
@ Giftwares 
@ Bar items 
@ Cutlery 


@ Electric 
Housewares 


Service is our business, too! 


Ask your J. B. Sherr Co. salesman to tell you 
about our special promotions, co-op ad and mat 
service, tabloids and catalogs . . . and the many 
other J. B. Sherr Co. services to help you “Move 


the goods off the shelf.” 


Plan to see us at these coming events 
FEB. 12-14 


SEE US AT... 


WESTERN STATES 


HARDWARE-HOUSEWARES 


SHOW 


FEB. 5-8: Coin- 
ciding with 
Western Gift 
Show at our 
display room 
.. » 658 7th St. 
San Francisco 


MARCH 12-13 

J. B. SHERR CO. 
Spring Housewares 
and Gift Show at 

9th Floor Auditorium 
Western Merchandise 
Mart, 1355 Market, S.F. 





BOOTH 407 


WHOLESALE HOUSEWARES 
658 7th STREET, SAN FRANCISCO 
Phone: MArket 6-0600 
The West's Largest Exclusive 
Housewares Distributor 
For Details Circle 31 on INQUIRY CARD 





These Western Dealers are Keeping Up to Date 


News About New Stores, Modernized Stores 
and Aggressive Merchandising Programs 


CALIFORNIA 


Andy Pagano, owner of the Hard- 
ware Mart, 1100 Lincoln Ave., Ala- 
meda, has taken in a business part- 
ner. Jack Lavagetto now is joint 
owner of the hardware and garden 
supply store. The name of the store 
has been changed from Pagano’s 
Hardware Mart to The Hardware 


Mart. Pagano said he found it 
necessary to take in a partner be- 
cause his business has grown too 
large for one man to handle. He 
opened the store in March, 1952. 
Lavagetto was formerly sales man- 
ager of Deemer Buick in Oakland. 

Taylor Paint & Hardware Store, 
located at Elm and Shaffer Road, 
Atwater, opened recently. The new 





It’s easier 
to stock 


just ONE 


line... 


It’s PROFIT-WiISE 


to stock... 





You get more than a quality line when you handle Channellock 
pliers. You get the line with the best seller of them all... the 
Channeliock No. 420. Hundreds of thousands of this one plier 
alone are sold every year by tool suppliers all over America. That's 
why these same suppliers teil us ‘It’s easier to stock just one line 

of pliers. We find it profit-wise to stock the complete Channellock 
line’. You will, too. Send for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 
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store is owned and operated by 
Harrison Taylor. Hundreds of 
items and gadgets for the do-it- 
yourselfer have been stocked. The 
store will be open week days from 
8 a.m. to 7 p.m. and on Sundays 
from 8 a.m to 6 p.m 


A paint and building materials 
store has opened in the Hacienda 
Gardens shopping center, Cambria. 
The store is under joint manage- 
ment of Andy Grant and Jim Pratt. 
Both men have been in the paint 
building materials business for 
many years. The store boasts a 
large selection of merchandise for 
the home and for the home repair 
men. 


The Ocean Beach Paint and 
Hardware Co., Ocean Beach, re- 
cently opened a new store in the 
old Newport Avenue Post Office 
building. John Kerr and Steve 
Sulek have owned the firm for some 
five years. It has been in business 
for 35 years. 


Door prizes were given away and 
a special sale was held during 
Frank’s Hardware and Trailer Sup- 
ply store’s grand opening in Ocean- 
side. Frank Fisher, general man- 
ager, said the store would be open 
seven days a week. During the 
grand opening refreshments were 
served. 


Town and Country Hardware, 
7500 Reseda Blvd., Reseda, held its 
grand opening recently. Owners 
Milah Weiss, Fred Buckles and Wil- 
liam Silverman announced that fea- 
tures of the store include plenty of 
free parking, free delivery and 
semi-self service. The attractive 
store has parking along one side 
of building. 


Grand opening was held recently 
at Gamboni Hardware at 109 Mis- 
sion St., Santa Cruz. Owners of the 
hardware store are Alfred and 
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Elsie Gamboni. They took over the 
former Costella and Caiocca Hard- 
ware store. Grand opening in- 
cluded demonstrations of appli- 
ances by factory representatives 
special sales items and door prizes. 
The Gamboni plan to stress va- 
riety rather than specialize in any 
particular line. 


New owners have acquired the 
Santa Susana Hardware, located in 
Santa Susana, from James Kern. 
Joseph N. Appleton and J. Arnold 
Appleton have purchased the busi- 
ness. The store name remains the 
same. The Appleton brothers plan 
to increase a number of hardware 
and household items handled by 
the store. Kern who bought the 
store in 1944 in partnership with 
his father, said that he now will 
devote his time to his duties as 
postmaster. The post office, now 
located in the hardware store, is 
moving next spring to a building 
of its own. 


Open house was held recently at 
Wenker’s Hardware store, 6341 
Adobe Road, Twentynine Palms. 
Free punch and cookies were 
served. A free gift was given to 
everyone. A_ special promotion 
offered 10 per cent off of the cost 
of imprinted Christmas cards and 
other purchases. The savings were 
given to an organization of the cus- 
tomer’s choice. 


IDAHO 


Campbell’s Hardware, 1116 Sher- 
man, Coeur D’Alene, announced 
the affiliation of the store with 
Service and Quality Stores. Don 
and Bob Campbell owners of the 


hardware store said that all mem- 
bers of the S & Q Hardware store 
group enjoy the advantages of vol- 
ume buying, mass distribution and 
merchandising methods. The Camp- 
bells said that S & Q brands will 
be featured throughout the store. 


MONTANA 


Brown’s Hardware has completed 
its move to the Buttrey Shopping 
Center on Highway 191 just west 
of Bozeman. The store joins seven 


others at the shopping center and 
it is one of the major stores on 
the 13-acre site. 


Ray Klingler, owner of the K & T 
Hardware, Shelby, has sold the 
business to a newly formed corpo- 
ration headed by Frank Taft as 
president. The new firm is to be 
known at K & T Hardware, Inc. The 
company will continue in the same 
business, and new lines of merchan- 





Display racks free! 


"DON'T FORGET 


TACKS 


Get the sizes you need 
for screens, carpets, 





Wy i“ 

JAne= 

yer 
aa 


5 4 EXTRA 


in YA rovald (CY 12S 2) 


Make it easier for your cus- 
tomers to buy tacks in your 
store. Don’t let them go else- 


eco 2) 


where just because they don’t 

see tacks on display. 

Cross Tackrax remind people 

to buy their tacks and related 

items when in your store. 
NRA 





W. W. CROSS & COMPANY, JAFFREY, N. H. 








Ask your jobber for Cross Tacks and TACKRAX. 


FREE! No deals required ... order only the sizes you need 
For Details Circle 33 on INQUIRY CARD 


[t's a birthday present 
from the boss 
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/ a dise will be added. 
Klingler started the hardware 
& store in 1946. Prior to that he had 
. been in business since 1920 with a 
S If P partner in the garage business. 
e “Service Other new officers of the corpora- 
tion include Jacob Shroendaller, 


D I S pD ay : : vice president, and Loretta Shro- 









ee 










‘ endaller secretary-treasurer. 
Merchandisers Rail 
fro m More than $800 in valuable prizes 
were given away during the grand 
” ‘ opening of the new Beaumont 
CA MPBELL Hardware Store in Portland. The 
G6 it ueur 15 year old firm is located at N. E. 

. ¢ HAIN y, 43rd Ave. and Fremont St. 
The new store has some 50 ft of 
help y Ou window display, as compared to 16 
' with nie ft at the former location. New ad- 
Pics, justable steel display fixtures are 
earn arranged on the 40x60 ft of floor 
, re space. The first 50 persons who en- 
over tered the store during the two-day 
grand opening received a high fidel- 
phe ity or stereophonic long playing 
100% “ , record album. A total of 100 al- 
bums was given away. Many prizes 
MAR K-UjP | were available to customers during 
x the celebration. Beaumont Hard- 
ware is associated with the Home- 
town Hardware group. 







Merchandisers cost you nothing C0) Sh tals | 
when you buy a chain assortment \ ;' | WASHINGTON 


| Waltwood Hardware, Woodland, 
every sale earns you more than ws | held open house and a special sale 
100% mark-up OE id | Pages | and celebration at its new store. 

a) | The open house included free coffee, 
| gifts and prizes for all visitors. 
The new building occupies the same 
site as his old store which was 
started 23 years ago. The old build- 
ng was razed and the modern struc- 


New display has these features: ) GN Ay: | ture built in its place. 


Load from front 


More sales through display —and 


Complete chain department 
with either unit—in approxi- 
mately one square foot of space 


| 
Variety of assortments available. | 


Handy bins for accessory items 

New chain cutter attached 

Handy chain-end holders 

Tilted to provide better display 

Suggested retail price sticker supplied 
Interchangeable welded and weldless reels 


Stand and cutter for light chain are supplied free 
with the purchase of various assortments. 


GET COMPLETE INFORMATION FROM YOUR 
CAMPBELL WHOLESALER, OR WRITE DIRECT 


CAMPBELL CHAIN (onssaxy 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 
Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


CAMPBELL 
CHAIN 


| told him to make on island 
display of that paint 


€—For Details Circle 34 on INQUIRY CARD 








ne ss aNmancenmgeane enn ensne ttReN a 7 


d | 


instead of A 


Team Day-Glo Signs with the 
new Hy-Ko Lawn Stakes, and 
make a combination sale! 
The all- a weatherproof 
14"" x 10" Day-Glo Signs are 

finished brilliant jet-fire 

red and i dnight black; with 

the 20 most popular and fast- 

est- t-selling wordings — Retail 
each 50¢. The t mi Lawn Stakes 
are slotted to Reins any of these signs, and give 
your customers a quick professional sign erection 
iob without hammer or nails. No rust, tarnish 
or discoloration. Sell 
the "team" for 





Stakes, retail each 39. 


Order from your jobber 


HY-KO PRODUCTS CO., Cleveland 3, ie 
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Only "A PENNY A PATCH" ... is 
all it costs to use 
TEHR-GREEZE FABRIC CEMENT 


For the instant repair of overalls, gloves, 
tents, awnings, tarpaulins, bags, 
any ‘material it can penetrate. 
nent. Thousands of uses. 

Sold by —— jobbers and dealers everywhere. 
Comes Y, 2 o2., 6 oz. and 16 oz. plastic a, Qo 
acked from 32 oz. 

in Fe SEND THIS D AND 
$1.00 FOR SAMPLE LARGE 
BOTTLE, PRICES AND LITERA- 


canvases, 
leather goods and 
Inexpensive, perma- 


me in attractive 3- 
color counter display 
carton. (12 to a pack- 
age). 


VAL-A COMPANY 


700 W. Root St. 
Chicago 9, Ill. 
YArds 7-9442 
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ADD A SALE—IT'S EASY! 





Add a hobby and model department to your hard- 
ware operation and you add a sale—many times 
over. You build traffic and you build profits. And 
it’s easy for hardware retailers to do in California, 
Oregon and Washington . . . for you have access 
to the West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise—plus mer- 
chandising aids, and sound counsel based on 23 
years’ specialized experience. Write for informa- 
tion, or ask to have a representative call on you. 


D.N. Mallory 


598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 


@ Distributor of Hobby Supplies 
Wholesale only 
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1960 WESTERN WHOLESALERS’ DIRECTORY 


includes general line and major specialty 
wholesalers serving hardware retailers in the 
13 Western States. This 16-page annual 
directory gives valuable information about 
executives, buyers, territory served, types of 
merchandise handled, special sample isplay 
rooms, special salesmen and special ser- 
vices offered. Price $2.00. Send check to 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street, San Francisco 3, Calif. 
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HOLT Rental Machines 


increase other business, too 


SANDER, EDGER, POLISHER rent- 
als step up sales of sandpaper, 
steel wool, paint, varnish, wax, 
etc. while paying for machines out 
of rental income to do-it-yourself 
customers and small contractors. 
Safe, simple to use, built for rental 
use and abuse. Fill in coupon now 
and see how this profit-making 
trio builds business for you. 











New Rental Sander. Stronger vacuum 
and improved pickup reduce dust. 
Short coupled, well-balanced; easy 
to handle and transport. Does truly 
professional job. Has same durability 
and quickly demountable drum cush- 
ion (patented) as Holt professional 
sander. 


JW12 Polisher waxes, polishes, 
steel wools; scrubs and shampoos 
rugs and carpets. Easy for women 
to use. Motor grease-sealed for 
life. Stowaway handle uses less 
display space. 


Holt Edger. Unsurpassed 
for sanding floor edges, 
corners, closets, boats, desk 
tops, and so forth. 


MANUFACTURING CO. 


BETTER FLOOR 
SINCE 1924 


NE 


669 - 20th St., Oakland 12, Calif.; 10702 - 46th St., 


272 Badger Ave., Newark 8, N. J. 


Tampa 10, Fla. 
45 


HOLT MFG. CO., Dept. K-? 
669 - 20th St., Oakland 12, California; 10702 - 46th St., 
272 Badger Ave., Newark 8, New Jersey. 


Tampa 10, Florida; 


Please send me details on Holt rental machines. 


Name Position 





Firm. 





Address. 
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The easy way 
to sell more 
shears... 


CELL 


SEYMOUR SMITH 


YNAP-UU 


‘SHEARS 


PRUNING 
SHEARS 
e 
LOPPING 
You’ll sell SHEARS 

more shears bd 
if you stock GRASS 
the SNAP- ’ br 
CUT LINE... 

h TREE 
these new PRUNERS 
metal e 
handled EDGE 
Hedge Shears SHEARS 
will be this e 
season’s ELECTRIC 
BIG seller. TRIMMERS 











SEYMOUR SMITH & SON, INC. 
OAKVILLE, CONN, 
Sales Representatives 
John H. Graham & Co., Inc. 
105 Duane St., N. Y. 8, N. Y. 
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timates a recipient will receive ad- 


| vertising literature and how-to in- 
| formation every seven weeks. 
| “We've found this frequency of 
| mailing to be the most effective” 
| Austin points out, “Done oftener 
| than that the customer will only 


throw the material away—maybe 


| even get disgusted.” 


From the five per cent mail re- 


| sponse the store enjoys, it’s appar- 
| ent that the mail rhythm is the 
| right one! 


Out-of-staters receive A & A’s 


| catalog about every six months... 
| the Christmas and summer issues. 


With “Form 3547” requested on 


the envelope, Austin is able to keep 


his name plate file up to date, weed- 


| ing out those contacts who have 
| moved leaving no forwarding ad- 
| dress. This undeliverable mail rep- 
| resents approximately six per cent 
| of the total mailing list. Yet there 


is never any shortage of new names 


| that can be added to the file. 


Charge accounts, budget, open 


| accounts, tool rental agreements, 


checks, and sales slips provide a 
steady supply of fresh names for 
the mailing list. 

Since the address plates can be 
used over and over, aS many as 
five changes to a plate, the cost 
of this phase of the operation is 
minimal. “Based on the use we get 
from each plate,” says Austin, “‘it 
costs 2/10 of a cent for each unit.” 
Likewise, other costs of the store’s 
direct-mail program are kept low. 
Each envelope weighs no more than 
an ounce and a half and gets 
through the post office for a three 
cent stamp as third class mail. 

“Other than the cost of our print- 
ed No. 6 envelopes,” says Austin, 
“that about sums up our overhead 
for this program.” Advertising and 





| information literature are gladly 


Direct-Mail 
Ad Plan Pulls 


(Continued from Page 35) 


supplied in any quantity by manu- 
facturers. 

Another idea Austin has found 
profitable in connection with his 
mailing is to keep tabs on cus- 
tomers who have bought special big 
ticket items. For example, a red 
tab flags the name plate of anyone 
who has purchased power tools at 
A&A. 

“Then,” says the owner, “when 
we're ready to send out an envelope 
to that customer, we include ad- 
ditional stuffers in his package 
which directly relate to power tools. 
It may be about a new item we're 
carrying which will implement his 
original unit.” 

At any rate, you can be sure that 
whatever is new or helpfulat A& A 
Hardware will soon be brought to 
the attention of its direct-mail 
customers. 








ey 
a 


yy poms” 


How much for the stepladder? 


HARDWARE WORLD 





Union Hardware & Metal 
Sold to New Firm 


The pioneer wholesaler in South- 
ern California, Union Hardware & 
Metal Co., Los Angeles, ceased to 
exist in December. The operating 
assets of the firm were acquired by 
McLaughlin Industrial Distribu- 
tors, Inc. 

As of Jan. 1 the new company 
moved to headquarters at 7141 
Paramount Blvd., Pico Rivera. 

The firm will concentrate activi- 
ties on industrial hardware sales 
and mill supply items. 

E. H. McLaughlin, Sr., who was 
president of the old Union Hard- 
ware firm, will take over as board 
chairman of the new company. Ed- 
ward H. McLaughlin, Jr. is presi- 
dent. The general sales manager 
is Paul Davis. Harold Seaman is 
comptroller; Ransome Grogan, per- 
sonnel director, and E. M. Duit is 
secretary. 

The assets of Metal Sales Inc., a 
wholly owned subsidiary of Union, 
were purchased by Ducommun 
Metals & Supply Co. of Los An- 
geles. 


Many of the employees of the 
former general line wholesale hard- 
ware company will be employed by 
McLaughlin Industrial Distribu- 
tors. 

The Thomson-Diggs Co., of 
Sacramento, has acquired all the 
inventory of consumer goods of 
Union. This has been divided be- 
tween the Fresno and Sacramento 
warehouses. 

According to Charles Mason, 
president and general manager of 
the Sacramento wholesale firm, 
“Because of buying the Union 
Hardware & Metal inventory, we 
plan to emphasize certain lines, 
particularly housewares.” 

Another new firm, Contract 
Builders Hardware Inc., has been 
formed with other former em- 
ployees of Union’s contract build- 
ers hardware department.  Al- 
though its president is E. H. Mc- 
Laughlin, Jr., it has no relation- 
ship with any other firm. The ex- 
ecutive vice president of the firm 
is J. Carroll who has been in 
charge of Union’s contract build- 
ers hardware department and also 
buyer of plumbing supplies. E. H. 
McLaughlin, Sr. is chairman of the 
board. 
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GREENLEE 


HAND and 
POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 
impulse sales 


Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory . . . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 

(Left) in individual Perma- 
Pak for pegboard and counter 
display . .. invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack . . . packaged 
in colorful display carton. 


* GREENLEE Z/P BIT 
WOOD BORING POWER BIT 
(Right) with exclusive nonslip 
hex shank . . . individually 
carded for pegboard and 

counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 


Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


TOOLS FOR CRAFTSMEN 


GREENLEE TOOL CO. 


EE 1888 Columbia Avenue 


ett 


Rockford, Illinois 
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along the Sreewsy.. 
is Profits ! 


STOCK UP ON FREEWAY.BROOMS 


FREEWAY all purpose brooms 
are sweeping more and more 
patios, barbecue areas and side- 
walks in the West... 


With its DURATEX plastic fibres 
that pick up dirt by magnetic ac- 
tion, the FREEWAY is rapidly 
becoming the West’s leading broom 
... iS impervious to commonly used 
petroleum and caustic products... 
will outlast conventional brooms 
three to one... 


EXCELLENT FOR INDUSTRIAL 
AND FARM USE ALSO 


Give your customers a TREAT—stock 
up on FREEWAY all purpose brooms 


AMERICAN 
fot arest BROOM CO. 
to 114 Fern Street 
San Francisco » ORdway 3-889] 








Northern Wholesale Will Hold 
Show in February 


Northern Wholesale Hardware 
Co. with main offices and ware- 
house in Portland, will hold their 
annual convention and merchan- 
dise show on February 19-21. It 
will be held in their main building 
at 519 N. W. Park St. 

The dates were announced by D. 
D. Foss, executive vice-president. 


Berenson Holds Meeting 


Expansion of lines for distri- 
bution to northwestern dealers was 
disclosed at the annual sales meet- 
ing of Berenson Hardware Com- 
pany. All of the salesmen attended 
at the home office in Portland. 

The meeting, December 21-23, 
was conducted by Daniel Fromer, 
salesmanager, and Hoy Pauly, 
buyer. 
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Feb. 


SCHEDULE OF CONVENTIONS AND SHOWS 


3-5 


See Pre-Show & Convention Section, Page 36 for Western Events Sched- 
uled for January and February. 


WESTERN GARDEN AND OUTDOOR LIVING EXPO- 
SITION, California Masonic Exposition Center, San Fran- 
cisco, Calif. (Western Garden and Outdoor Living Trade 
Exposition, Robert Jordan, managing director, 770 Mis- 
sion St., San Francisco 3, Calif.) 


CHINA, GLASS & GIFT MARKET, Merchandise Mart, 
Chicago, Ill. (Thomas V. King, The Merchandise Mart, 
Chicago 54, III.) 


SPORTING GOODS AND LAWN AND GARDEN SHOW, 
Shrine Auditorium, Billings, Montana (Ralph R. Johnson, 
Billings Hardware Company, 510 North Broadway, Bill- 
ings, Montana) 


NORTHERN WHOLESALE HARDWARE CO., CONVEN- 
TION & SHOW, 519 N.W. Park St., Portland, Ore. (Don 
Foss, V.P. & general manager, Northern Wholesale Hard- 
ware Co., 519 N.W. Park St., Portland, Ore.) 


ALLIED GIFT & JEWELRY SPRING SHOW, Hotel 
Adolphus, Dallas, Texas. (Allied Exhibitors, Inc., 3832 
Wilshire Blvd., Los Angeles, Calif.) 


DENVER GIFT & JEWELRY SPRING SHOW, Hotel Al- 
bany, Denver, Colorado. (Allied Exhibitors, Inc., 3832 
Wilshire Blvd., Los Angeles, Calif.) 


AMERICAN TOY FAIR, 57th, New Yorker and Sheraton- 
Atlantic Hotels, New York, New York. (Toy Manufac- 
turers of the USA, Inc., 200 Fifth Ave., New York, New 
York. Closing date unknown at this time.) 


SOUTHERN HARDWARE CONVENTION OF AMER- 
ICAN HARDWARE MANUFACTURERS ASSOCIA- 
TION, Americana Hotel, Miami Beach, Fla. (Arthur L. 
Faubel, 342 Madison Ave., New York 17, New York) 


SOUTHERN WHOLESALE HARDWARE ASSOCIA- 
TION CONVENTION, Americana Hotel, Balmoral, 
Singapore, Bal Harbour, Shamrock Isle Hotels, Miami 
Beach, Fla. (T. W. McAllister, 815 Metcalf Building, 
Orlando, Fla.) 


NATIONAL ASSOCIATION OF STORE FIXTURE MAN- 
UFACTURERS CONVENTION AND TRADE EXPOSI- 
TION, Conrad Hilton Hotel, Chicago, Ill. (William B. 
Sutherland, NASFM, 53 W. Jackson Blvd., Chicago, III.) 


For additional information about the conventions and shows listed above 


and others not listed in this issue, write te HARDWARE WORLD Service 
Bureau. 
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These 


Garden! @ @ @ Stock the complete 


TRUMP line. Each series includes 

trowel, transplanter, fork, weed cutter, and 
cultivator. Four series in four distinct price 
ranges to give you more sales—bigger profits! 


No. 212 Trowel 


Superior 
Quality 


“4 No. 200 Estate Series. 
Triple chrome plated 


well-balanced; striking 
eye-cppeal. Dark, 
hardwood handles, 


No. 412 Trowel 


Moderately 
Priced 


No. 400 Deluxe Series. 
Attractive geranium-red 

finish with bright polished steel 
tips; full-size, comfortable 
stained hardwood handles. 


No. 800 Trowel 


Gardener's 

Delight 

No. 800 Series. Bright green 
enamel finish on 18-gauge 
steel; smooth, hardwood 


handle plugs. Well- 
balanced; deep bowl. 


No. 700 Trowel 


Low Price... 
High Quality 


No. 700 Series. Steel bodies 
attractively finished in blue 
enamel with smooth, hardwood 
handle plugs. 


Feature T RUM P tools in your 
garden display 
Ask your wholesaler about the complete line. 
ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. e Pascagoula, Miss. ¢ Niagara Falls, Ont. 
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IN 
MEMORIAM 





GEORGE L. McLAREN 


George L. McLaren, 69, who op- 
erated the manufacturers firm, 
George L. McLaren & Associates, 
died in Seattle recently. 

McLaren went to Seattle in 1903 
from Westport, Ontario, Canada. 
In 1906 he went to work for the 
Seattle Hardware Company, where 
he worked for 17 years, mostly as 
a salesman. 

In 1923 he became a manufac- 
turers representative. He became 
associated with G. G. Gillette of 
Portland in 1928 and formed Gil- 
lette & McLaren, Inc., representa- 
tive firm which operated until a 
few years ago. 

At one time he was the first 
violinist in the Seattle Symphony 
orchestra. 

He is survived by his wife, three 
sisters and his stepfather. 


JOSEPH S. HILDRETH 


Joseph S. Hildreth, 82, retired 
chairman of the board of Chilton 
Co., died. Hildreth joined Chilton 
in 1924 and later served a number 
of years as president before be- 
coming board chairman. Chilton 
Co. is publisher of 19 trade maga- 
zines of which HARDWARE 
WORLD is one. 

Hildreth entered the publishing 
business on the old Chicago Post. 
He was also associated at one time 
with Hearst’s magazine, Motor. 


SIDNEY A. CRYSLER 


Sidney A. Crysler, 71 died in 
Seattle recently. He was manager 
of the major appliance department 
at Seattle Hardware Company at 
the time of his death. 

Crysler had been associated with 
Frigidaire Sales Corp. in San Fran- 
cisco, Portland and Seattle prior 
to joining Seattle Hardware in 
1935. 

Surviving Crysler are his widow 
Marie, stepdaughter and stepson 
and sister, all from Washington. 














There’s just one 
reason why more 
stores sell Atlas 
Tacks, Nails and 
Brads than any 
other brand: 


BETTER 
PROFITS 


But there are four 
reasons why they 
| make better profits 








with Atlas: 


1. Better displays 


2. Complete line 
3. Faster turnover 


“BETTER 
PACKAGES 











Famous Atlas “Window Box’’ sells 
everywhere at 15¢ for 2 full ounces. 
Compared to plastic tubes and 
smaller boxes at 10¢, your cus- 
tomers get up to 100% more qual- 
ity merchandise and you get 65% 
to 100% more profit. Everybody 
wins with better Atlas packaging. 


Fast, Regular 
Service 


Monthly Carload (ATLAS) 
Shipments J 


1610 
ct 
= 


a 
s? 


Represented in the West for over 50 years by: 
HUGHSON & MERTON: Los Angeles 
San Francisco « Seattle « Salt Lake City 
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Vacuums Clean Up $300 
Monthly for 11 Years 


Escondido Hardware Co. 
Escondido, Calif. 


A DISPLAY OF VACUUM CLEANERS, 3x9 ft, 
at the Escondido Hardware Co., Escondido, California, 
has maintained an average sale of $300 a month for 
the last 11 years. 


This display, which stocks three major name brands, 
has always sold well and can be relied upon to help 


keep the profits of the store up, reports co-owner 
H. C. Fricke. 


To help maintain these sales, the Escondido Hard- 
ware Co. pushes vacuum cleaners in the housewares 
section of all their newspaper advertising. This helps 
keep their stock moving so they can reorder the fast- 
est moving style or brand. Then, by posting a clip- 
ping of these large adds to their front window, they 





MAK-A-PIN 
12-in. lengths of 
ROUND steel bars 


MAK-A-KEY 


PACKAGED 
MACHINE 
KEY STOCK 


OVER 
60 SIZES 
AVAILABLE 


The keys that changed buyers’ 
habits—12-inch lengths of cold fin- 
ished steel, zinc-coated. Made .000"' 
to + .003"' oversize; rust-proof; just 
cut, file and fit. Reduce storage 
and handling costs. Proven in hun- 
dreds of applications throughout 
the world. Over 60 sizes stocked. 





it's new, it's versa- 
tile -— hundreds of 
uses for repairs or 
replacement — by 
die mokers, me- 
chanics, machine 
shops, farmers, do- 
it-yourselfers. Mak- 
A-Pin rounds are 
copper-coated; can 
be riveted, will cold 
bend; are easy to 
weld, easy to cut. 
Handy display pack 
contains 10, 12-in. 
bars in 7 sizes: 4" & 
to '/."". Size marked 
on each bar. 


DEVAN-JOHNSON COMPANY 


514 Rathbone Ave., Aurora, Ill. 
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THREE MAJOR NAMES are stocked on this nine-foot 


display of vacuum cleaners. It produces an average of 
$300 per month in sales. 


can also make shoppers on the street aware that they 
sell vacuum cleaners. 


“By keeping a close watch on the particular type 
and brand that is selling best,’ says Fricke, ‘We 
have established that there are definite trends in what 
the public is buying. Right now I would advise stock- 
ing more upright than tank models. One of the most 
important aspects, however, is to stock a large enough 
variety of brands and styles to be able to give cus- 
tomers a large variety.”’ o 


JORDAN 64 


Plastic-Aluminum 





Ask Your Distributor 
about these other 


JORDAN Quality Items 


NCNOYls Biceceaoms 


BULK + CARDED - RACKS Plastic 
( TTITT. | meee mL a 


Carbide Tipped 
MASONRY DRILLS 


PLASTIC LEG TIPS 


Exe JORDAN INDUSTRIES, Inc. 
G9 30300. 75th Street NAM 47, FLA, 
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MARSHALLTOWN 


MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY e 


For Details Circle 47 on INQUIRY CARD 


MARSHALLTOWN, IOWA 


HARDWARE WORLD 








INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses ( ) refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 48 


when desiring further information 


about advertisement. 


A 


American Push Broom Co 

The American Thermos Products 
Co (14) 

O Ames Company Back Cover 

Animal Trap Co of America 

Atlas Tack Corp 


California Retail Hardware As 
sociation 

Campbell Chain Co 50, 70 

Champion De Arment Tool Co ... 68 

R E Chapin Mfg Works Inc ..... 57 

Cleveland Mills Co 

Colorado Fuel & Iron Corp 

W W Cross & Co 


ae 


Dalton Manufacturing Co. ....... 65 
De Van-Johnson Co 


F 
Fuller Tool Co Inc 


G 
The Gilbert & Bennett Mfg Co (13) 
15, 17, 18 
The Grabler Manufacturing Co (3) 1 
John H Graham & ColInc...... 72, 77 
Greenlee Tool Co 


Hillerich & Bradsby Co Inc .... 
Holt Manufacturing Co. ........ 71 
Hyde Manufacturing Co (49) 

Third Cover 
Hy-Ko Products Co 


J 


Jordan Industries Inc 


K 
Keiser Manufacturing Co 
Knape & Vogt Manufacturing Co. 


Leland Company 


D N Mallory 71 
Marshalltown Trowel Co. 76 
Master Lock Co (2) ...Second Cover 
Melnor Industries Ine (17) ....39-42 
Robert E Miller & Co Inc 


N 


National Manufacturing Co 
Nurserymen’s Exchange 


8) 
Ox Fibre Brush Co Ine (24) ....59-62 


R 


Rubber Hose & Supply Co 
Russell Bolt & Mfg Co 


S 
H B Sherman Mfg Co 
J B Sherr Company 
Seymour Smith & Son Inc 
Southern Screw Co. 


uy 


S G Taylor Chain Co Inc ....... 5 
Thermador Electric Mfg Co 

Toro Manufacturing Corp. ...... 
Turnbuckles Inc. 


Val-A Company 
Vaughan & Bushnell Mfg Co (1) 
Front Cover 


Ww 


Wilshire Manufacturing Co. ..... 65 
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| INTHE NYLON 
| CORD BUSINESS 


® The Easy Way 

® The Low Inventory Way 
® The Low Cost Way 

® The Packaged Way 

® The High Profit Way 





SEP] 100% NYLON & 
J BRAIDED CORDM 
RACK ; 


That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16", 1/4” and 5/16”, Rack 
is FREE with order for 4 or 
more spools. 


Ask your jobber about it... 


CORDAGE 5 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N.Y. 
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SURE OPPORTUNITY IN 
HARDWARE LINES 


Manufacturers’ Representative — 
Prime Distributor — Established 15 
years with major exclusive Adhesives, 
Tape, Screw, Nail, etc. Hardware 
lines covering California, Arizona, 
Nevada with warehouses and offices 
in Los Angeles and San Francisco. 
Sales volume approximately $2,000,000 
per year. Seeks married young Los 
Angeles, San Francisco, San Diego, 
or Phoenix man with experience pro- 
motional selling hardware, industrial 
and building specialties to whole- 
salers and OEM accounts, who is 
prepared to invest $5,000 to $15,000. 
We offer salary, bonus, expenses, car 
and shares in corporation. Write de- 
tails first letter. Address Box A-974, 
eare HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 





SHOW SPECIAL GALORE 


At the Western States Hardware- 
Housewares Show, Brooks Hall, San 
Francisco, Feb. 12-14. 





F. N. Almstead & Co. 600-16th St. 
Oakland, Calif. established 1912. 8,000 
California merchants have used our 
service stimulation. Complete close- 
outs and still making a profit. Our spe- 
cialty closed out, San Leandro Hard- 
ware, Tahoe Hardware, Plaza Hard- 
ware, Soderberg Hardware, Farmers 
Hardware, Schlukabier Hardware, 
Chappell Hardware, Borrega Hard- 
ware, Kirk’s Variety, Fairfax Hard- 
ware. Many more request stimulation 
sale, Branch Hardware, Buehn Hard- 
ware and others. No Obligation, write 
or call. 








Announcements in this section are inserted at the rate of twenty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. 
Market Street, San Francisco 3, California. 


Send copy to 1355 








ITIES 


WHAT’S NEW IN HARDWARE, 


HOUSEWARES, paint, garden, elec- 
trical, plumbing, building supplies. 
You’ll see them all at the Western 
States Hardware - Housewares Show, 
Brooks Hall, San Francisco, Feb. 12- 
14. 





HARDWARE EXECUTIVE 


Will buy into manufacturers repre- 
sentative firm or wholesale, retail 
establishment. Will accept position 
in sales management of manufac- 
turer, wholesaler or hardware chain. 
14 years hardware experience. Sev- 
eral years in sales promotion of 
manufacturer. Address Box A-971, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 





OPPORTUNITY . . . COMING 
FEB. 12-14 


The Western States Hardware-House- 
wares Show, Brooks Hall, San Fran- 
cisco. The marketing center of the 
West . . . 100,000 sq. ft. of exhibit 
space. 





SALES ORGANIZATION 


Wants products suitable for distribu- 
tion through hardware outlets. Manu- 
facturers’ inquiries invited. Cal Engi- 
neering Co., 5407% Via Corona, Los 
Angeles 22, Calif. RA 3-1468. 





LOOKING FOR NEW PRODUCTS 


Hundreds of exhibitors will display 
the newest and latest at the Western 
States Hardware-Housewares Show, 
Brooks Hall, San Francisco, Feb. 12- 
14. 


KITCHEN HOOD DIES 
for sale! 


Have complete set of dies for making 
kitchen hoods. Cost $8,000, will sell 
for $4,000. Will teach. Ideal for one 
man business. Cal Engineering Co., 
5407% Via Corona, Los Angeles 22, 
Calif. RA 3-1468 


REPRESENTATIVE 
Commission basis, now calling on 
hardware and specialty jobbers in 
Southern California. We offer a large 
variety of fast selling tacks and nails. 
Active accounts already established in 
that territory but desirous of opening 
wholesalers. Excellent side-line for 
right man. Krause & Hogan, 41 Sac- 
ramento Street, San Francisco 5, Cal- 
ifornia. 








DEALERS ... 
MAKE A DATE TODAY 


To attend the Western States Hard- 
ware-Housewares Show at Brooks 
Hall, San Francisco, Feb. 12-14. 


FOR SALE 
Hardware, North-end Seattle, growing 
and new area. Around $26,000 for fix- 
tures and all. Address Box A-973, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


1960 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and_ specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $2.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 


CALIFORNIA SALES AGENT 


Wants Hardware or Houseware lines 
—Clark Company, Box 990, Beverly 
Hills, Calif. 

















Furniture Rest — Pintle Type 





Rubber 


Crutch Tip Bakelite Furniture Rest 


| & 


Monopoint Glide 








Bakelite Caster Cup 
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. Silently, 
smoothly. Set of 4 on 
a 3-color card. 6 Sizes, 
5”, 34”, 1”, 11/16", 1%”, 1%". 


PROMPT SHIPMENT 
Ask your jobber, if he is not supplied, 
ROBERT E. MILLER & CO., INC.., 


35 Pearl St.. New York 4, N. Y. 
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Rubber Expander 
Tubular Glide 
Upholstery Nail 





Carton. 
IY," 1%” . 
7a » %” ’ 





a 


Adjustable Tubular 
Spring Type 


Adjustable Rubber 
Cushion Glide 
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NEW FROM THE WORLD’S LARGEST MANUFACTURER OF FIX-UP, PAINT-UP TOOLS 


Smorgas-board = 400 


Fix-up Paint-up 


New, Versatile No. 400 4-way Tool Salesman TOOLS 
For Your Floor, Wall, Counter or Ceiling. Fea- 
tures 168 Practical, Fix-Up, Paint-Up Tools. A Riot 
of Colorful, Self-Serve Packaged Sales Makers. 


\ 1. FLOOR 


A REAL BEAUTY 
FOR IMPULSE SALES 


Here is the last word for 
eye and buy appeal on the 
sales floor. All wood con- 
struction, finished in pea- 
cock blue. A_ revolving, 
two-sided unit, supported 
with a gleaming, extruded 
aluminum bracket. Most 
versatile, colorful and 
practical stand ever pro- 
duced for any size, type 
or kind of store that sells 
paint. Six each of 22 in- 
dividually packaged tools 
packed complete with No. 
400 Smorgas-Board 
Stand in one corrugated 


FITS ON YOUR COUNTER OR GONDOLA “ONS: 

You can fasten the No. 400 to the top of 3. WALL 
the paint sundries floor counter or gondola . 

for a 2-sided, colorful, topper of Fix-Up, Paint- 

Up Tools. 


FASTENS TO STORE POST OR WALL 


If you lack floor space, the 400 may be fas- 
tened to wall, shelving or store post. 


HANGS FROM CEILING IN STORE 


Chains or wires can be used to suspend the unit 
over counter or against wall. 


(4. CEILING =o» 


2. COUNTER 











NEW Take-it-Off Put-it-On Tool Center 


This new No. 500 unit with 208 tools is the 
most complete, Fix-Up, Paint-Up Tool Center ee 

ever developed. Designed for the new or : NO. 400 
modernized store. Solid, substantial unit fin- 
ished in peacock blue, with handsome 3-color, 
two-sided top sign. 


- 14] 





Full particulars on how to obtain the No. 400 
or the No. 500 Fixtures, available at Show or 
write Hyde. 


HYDE MANUFACTURING CO. 


Southbridge, Massachusetts, U.S.A. 























DON'T 
SETTLE 


FOR 
LESS... 


THAN A LINE THAT SATISFIES 


100% OF YOUR CUSTOMERS 
0 


AMES, THE WORLD’S LARGEST MANUFACTURER OF SHOVELS, 
MAKES A SHOVEL FOR EVERY NEED AT EVERY PRICE! 


A few well known Ames brands such as Pony in the quality field, Steel-lite in the middle priced 
field and Ram in the less expensive field will satisfy 3 out of 5 of your customers. Selling 3 
out of 5 of your customers is fine, but that’s only a little over half of your scles potential. With 
Ames you can stock the shovels that meet all your customer demands for quality or price. 
With Ames your sales potential is 100%. 


: GARDEN SHEARS 

: SHOVELS 

: GARDEN TOOLS 

: CASUAL FURNITURE 
: METAL HOUSEWARES 


PARKERSBURG O. AMES CO. WEST VIRGINIA 
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